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DEPARTMENT HAS NO CRITERIA 





BY ROBERT B. MITCHELL 


NEW YORK—Out-of-state life com- 
panies wanting to buy fire-casualty 
insurers without losing their New York 
licenses may find themselves a long 
way from being home free even though 
Connecticut General Life won a de- 
cision in the state’s top court that 
ownership, in and of itself, doesn’t 
constitute doing a forbidden line of 
business, as maintained by the New 
York department. 

Superintendent Thacher recently 
and rather pointedly directed atten- 
tion to a couple of other tests that 
the department has the intention and 
legal right to impose: Would the life 
company actually be doing a forbid- 
den line of business? Would it be 
violating the state anti-trust laws? In 
his talk at the annual meeting of the 
National Assn. of Attorneys General 
he discussed these tests in consider- 
able detail, after pointing out the nar- 
rowness of the court of appeals de- 
cision in the Connecticut General Life 
case. Offhand, these two tests would 
seem to be as easily and routinely 
complied with as, say, making sure 
the commission of the notary witnes- 
sing the purchase documents had not 
expired. Obviously, Mr. Thacher re- 
gards them as pretty important. 

Hence the big and highly import- 
ant question is, Can these prohibitions 
be stretched far enough to make the 
purchase of a fire-casualty company 
by a life company so unproductive as 
to rob it of any practical value? Wheth- 
er the department will stretch them 
as far as it legally can is a question 
that seems hardly worth asking, in 
view of its line of argument in the 
Connecticut General case, but we’ll 
discuss it further along in this article 
anyway. 

Presumably one way to find out 
what the department intends to do is 





Advance Registration 
For NALU Annual Open 


Early registration for NALU’s an- 
nual convention in Denver, Sept. 24- 
29 has begun with the distribution of 
advance registration cards to national, 
state and local association officers. The 
Denver association, the host group, is 
making * an additional distribution 
throughout the Rocky Mountain area. 

Cards are also available on written 
request to NALU headquarters 

According to the Denver Conven- 
tion & Visitors Bureau, which is han- 
dling the housing arrangements for the 
convention, several hundred early res- 
ervations already have been received. 
. Room reservations in any of the six 
\ participating Denver hotels should be 
made on a special form which is re- 
printed in the July issue of Life As- 
sociation News. A copy of the form 
may be obtained from NALU head- 
quarters. 
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How Tough Will N. Y. Be On Life 


Companies Buying Fire Insurers? 


to walk around to 123 William Street 
and ask. However, about all that this 
evoked was that the department is 
studying all aspects of the Connecti- 
cut General decision and has not yet 
made up its mind what it is going to 
do about it. It admittedly has no cri- 
teria that might show a life company 
how to acquire a fire-casualty run- 
ning mate without being whacked with 
a charge of doing prohibited busi- 
ness or violating state anti-trust laws. 
In fact, it was indicated that even 
after the court of appeals decision has 
been completely studied there still may 
be no such criteria issued. On the 
other hand, there may. The depart- 
ment is not prepared to say at this 
time whether it will consider such 
criteria to be necessary. It proposes 
to consider each situation on a case- 
by-case basis, as Mr. Thacher indi- 
cated in his talk to the attorneys gen- 
eral. 

Of the two prohibitions, the one 
against doing prohibited lines of busi- 

(CONTINUED ON PAGE 4) 


Author, Cardiac Victim. 
Sues New York Life For 
Policy Issue, Damages 


A suit aimed at compelling New York 
Life to issue a $100,000 life policy and 
pay $25,000 in damages, the difference 
in premium rate between a standard 
policy and a rated-up policy, has 
been filed in San Francisco superior 
court by Eugene L. Burdick, co-author 
of the book, “The Ugly American,” who 
suffered a heart attack eight days 
after applying for a policy. 

Mr. Burdick alleges that on June 8, 
1959, he applied for a $100,000 policy, 
paid $265 as a deposit on the first 
year’s premium, received a medical] 
examination and was led to believe 
that he was an acceptable risk by the 
New York life agent on the case. 

Although Mr. Burdick suffered a 
heart attack on June 16, before the 
policy was delivered, he maintains 
that according to the conditions of 
the application, New York Life was 
bound for 60 days to issue the policy 
if more than $10 or an amount equal 
to one month’s premium was paid with 
the application, or if the premium for 
one year was paid during the 60-day 
period. 

Mr. Burdick said he sent the com- 
pany $2,720 on Aug. 4, as the balance 
of the first year’s premiums. The com- 
pany refused to accept payment on 
August 11, according to Mr. Burdick’s 
complaint and earlier, on June 8, had 





informed Mr. Burdick that he was not. 


an acceptable risk and that the policy 
had never been in effect nor delivered. 
A spokesman for New York Life told 
THE NATIONAL UNDERWRITER, “Although 
cash was paid with Mr. Burdick’s ap- 
plication to the New York Life, the 
(CONTINUED ON PAGE 21) 


Alaska Leads States Syits Loom As N.Y. 


With 51% Ordinary 


Sales Gain In May Imposes Tough Rule 


Alaska’s ordinary sales in May 
showed the greatest percentage in- 
crease of all the states, with Arkansas 
in second place and South Dakota 
placing third, according to LIAMA. 
Respective percentage gains were 51%, 
30% and 26%. 

Alaska also took the lead for the 
first five months, with a sales increase 
of 30%, South Dakota was in the sec- 
ond spot with 18%, and Arizona, Dis- 
trict of Columbia and Nebraska were in 
a three-way tie for third place with 
13%. 


London Lloyd's Drops 
Life Insurer Project 


The committee of Lloyd’s has de- 
cided to scrap the idea of forming a 
life company. The committee’s chair- 
man, G. Ewart Thomson, said the task 
force appointed to look into this pro- 
ject had not been able to agree on a 
recommendation for either forming a 
life company or a method for enabling 
individual Lloyd’s underwriters to 
underwrite long-term life insurance. 

At present, the Lloyd’s underwriters 
life business is confined to term poli- 
cies not exceeding five years. How- 
ever, it is regarded as possible that 
some sort of arrangement for long- 
term life insurance may be worked out 
by individual underwriters and bro- 
kers on their own. 


APA Names Follman A Consultant 

J. F. Follmann Jr., director of in- 
formation and research Health Insur- 
ance Assn. has been named a con- 
sultant to American Pharmaceutical 
Assn. Purpose of the assignment will 
be to assist the advisory committee of 
APA in its considerations of the sub- 
ject of the establishment of prepaid 
programs for prescription drugs. Such 
programs presently exist in California 
and in Windsor, Ont. 


On New-Money Plan 


Regulation Aimed At Group 
Annuity Cost Method Seen 
As Exceeding Authority 


NEW YORK—Litigation appears 
likely to prevent the New York depart- 
ment from enforcing the tough ruling 
it has just promulgated in final form 
covering procedures to be followed by 
any company wishing to use the in- 
vestment-year or new-money method 
of determining group annuity costs. 

Some of the companies affected, par- 
ticularly those domiciled in states 
where there may be laws or regula- 
tions conflicting with New York’s, 
contend that New York’s new regula- 
tion invades management functions to 
a degree not authorized by the insur- 
ance law. 

No company had reached a final de- 
cision at press-time, however. Since 
most home offices were closed Mon- 
day, July 3, the close analyses could 
not get under way until Wednesday. 
Even at a glance, however, it could be 
seen that the final version of the regu- 
lation is disappointingly similar to the 
proposed version, which was criticized 
by group insurers at the department 
hearing several months ago. 

A good deal of the uncertainty as 
to how the new regulation, which is 
numbered 33, like the one it super- 
sedes, will apply is the provision for 
deviations if the insurer can convince 
the department that a deviation is 
equitable and proper. Since the devia- 
tions most likely to be desired would 
be in direct opposition to the reguia- 
tions prescribed procedures, the out- 
look for mitigating the harshness of 
the rules through special exceptions 

(CONTINUED ON PAGE 21) 
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Newly elected officers of New Mexico Assn. of Life Underwriters pictured 
at their annual meeting at Albuquerque: From left, Thomas Carter, Business 
Men’s Assurance, Carlsbad, Ist vice-president; J. Keith Austin, California- 
Western States, Las Cruces, 2nd vice-president; Frank McDonald, American 
National, Albuquerque, the new president; Joseph Caldwell, Southwestern Life, 
Albuquerque, outgoing president; James H. Black, Aetna Life, Albuquerque, 
secretary-treasurer; and Francis P. Elliott, Equitable Society, Albuquerque, 


3rd _ vice-president. 
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Wulfsberg Becomes Cal. Agents Head, 
Other Officers Elected, Dues Increased 


Herman J. Wulfsberg Jr., Northwest- 
ern National, Long Beach, was elected 
naa vars president of Cali- 
fornia Assn. of 
Life Underwriters 
at the annual con- 
vention at Santa 
Barbara. He suc- 
ceeded Earle L. 
Patten, New Eng- 
land Life, Fresno. 

Jules L. Rout- 
bort, Penn Mutual, 
San Francisco, was 





elected Ist vice- 
H. J. Wulfsberg Jr. president; James 
G. Simvoulakis, Prudential, Fresno, 


2nd _ vice-president; and Richard F. 
Wollesen, Guardian Life, Sacramento, 
treasurer. 


Effects Like Inflation 


The lineup of regional vice-presi- 
dents consists of Len Franklin, Mid- 
land National, Stockton, region 1; Os- 
car Ford, New England Life, Visalia, 
region 2; Richard S. Smith, New York 
Life, San Jose, region 3; G. Bruce 
Reid, Prudential, San Fernando Valley, 
region 4; Daniel J. Bennett, Pruden- 
tial, San Bernardino, region 5; and 
G. Craig Reynolds, Connecticut Gen- 
eral, San Diego, region 6. 

Major action taken at the conven- 
tion included raising annual dues from 
$6 to $8 to finance an expansion pro- 
gram. The increase will enable the 
association to enlarge its administra- 
tive staff and free the executive sec- 
retary to supervise an expanded public 
relations program. In addition to pro- 
viding better coordination of NALU 
and Institute of Life Insurance PR 
programs, the association will under- 
take a regular monthly membership 
publication. 

The $2 dues increase was half of 
what the administration requested, 
and President Patten indicated an- 
other increase would be asked next 
year to provide for future operations. 
He said, “There were some who com- 
mented, ‘half a loaf is better than 
none.’ I might agree if we were en- 
gaged in dining. However, half a life 
boat is not better than none to a 
drowning sailor. We are attempting to 
keep the life underwriter afloat in 
California, not see how thoroughly he 
can gorge himself at the dinner table.” 


Poses Question 


William E. North, president of 
NALU, posed the question, “Are we 
meeting our job as we are supposed 
to?” If the life industry doesn’t supply 
the public with what it wants, when 
it wants it, it will go elsewhere to 
find it, he said. 

Mr. North, who is New York Life 
manager at Evanston, IIl., observed 
that agents are trying to combat mu- 
tual funds by telling their prospects 
what mutual funds can’t do. It is time, 
he said, to return to the selling of 
insurance plans beneficial to clients 
and the industry and in this way force 
those in mutual funds to meet life 
insurance men. 

Turning to the industry’s future, 
Mr. North said there is every reason 
to believe that life insurance will be- 
come the worlds first trillion-dollar 
industry. At the present rate of growth, 
this can be expected to be accomp- 
lished by 1970. However, “if we will 
accept the challenge to expand our 
production to a point more nearly in 
tune with our collective capacity, we 


can reach this coveted goal by the end 
of 1966. . .” he said. 

“The figures of the life insurance 
industry are impressive beside any 
standard of measurement; however, 
this very truth may conceal one of 
the greatest hazards to our industry. 
The size and scope of the life insur- 
ance business may create a tendency 
to become self-satisfied and compla- 
cent. We may conclude we have done 
a much better job than the facts, on 
closer analysis, reveal,” he warned. 

Assailing the problem of twisting, 
Mr. North said the public doesn’t like 
it and sooner or later the people will 
learn the truth. 


Irreparable Injury 


Twisters believe they can get away 
with their schemes and unless they 
are stopped, the injury may be ir- 
reparable. Mr. North said that many 
general agents and managers do not 
teach correct selling methods to re- 
cruits and, therefore, many new men 
do not realize the wrong in twisting 
a policy. In this area of the industry, 
“we have fallen down on the job,” 
he declared. 

Jordan Olivar, Mutual of New York, 
Beverly Hills and head football coach 
at Yale, related his satisfaction with 
being in life insurance. “We can serve 
people and our own family. We can 
work at our own pace, but unfortu- 
nately, some of us have a slow pace.” 

Agents are in business for them- 
sleves, with no inventory worries and 
no seasonal unemployment. Prospects 
may make excuses, but they are rec- 
ognized as being only excuses, he said. 

Referring to mutual funds, Mr. Oli- 
var suggested that they can be used 
by the agent as an aid in making a 
successful sale. “Sell the concept of 


Nw. Mutual Agents 
To Meet July 24-26 


The annual meeting of Assn. of 
Agents cf Northwestern Mutual July 
24-26 at the home office is expected to 
draw 1,100 members and their wives. 
Three individual groups within the 
association—comprising general agents 
district agents and special agents— 
will also convene at that time. 


11 Members To Appear 


Eleven association members will ap- 
pear on the program as will North- 
western President Donald C. Slichter 
and Robert E. Templin, director of 
agencies. Outsides speakers will in- 
clude Gen. Alfred M. Gruenther, presi- 
dent of American Red Cross; Robert S. 
Stevenson, president of Allis Chal- 
mers Manufacturing Co.; Davis W. 
Gregg, president of American College; 
and Kenneth Howes Jr., trust officer 
of Boston Safe Deposit & Trust Co. 

A feature of the meeting will be 
recognition of leading agents. Besides 
general and workshop sessions, there 
will be a luncheon for agents attending 
for the first time, a breakfast for 
production leaders, a CLU post-grad- 
uate clinic and a special luncheon and 
tour of the city for wives. 

The meeting is planned by and for 
agents and those attending bear their 
own transportation and housing ex- 
penses. 3 





Standard Security Life of New York 
has been licensed in Montana. 


life insurance, everyone has a need,” 
he said. 

“The good life insurance man,” he 
concluded, “should develop four bones 
in his body: his funny bone, to spread 
humor and happiness; his wish bone, 
to want to be the best and do his 
best; his back bone to have the cour- 
age to do the things necessary for 
success; and finally his neck bone, to 
bow his head with a prayer of thanks 
daily for being in this business.” 

NALU was represented on the pro- 
gram by Executive Vice-president Les- 
ter O. Schriver. Also appearing were 
Earl Clark, agency vice-president of 
Occidental of California, and State Sen. 
Richard J. Dolwig. 

A legislative panel consisted of Jos- 
eph D. Thomas, chief assistant insur- 
ance commissioner; Mr. Wollesen, who 
is legislative chairman; Thomas J. O’- 
Reilly, Metropolitan Life, San Fran- 
cisco; and Executive Vice-president 
Donald C. Burns. 


John Tuck Named 
Foster’s Successor 
In CLIOA Post 


John A. Tuck has been named to 
succeed R. Leighton Foster as manag- 
ing director and general counsel of 








R. L. Foster 


John A. Tuck 


Canadian Life Insurance Officers Assn. 

Mr. Tuck joined the association’s 
staff in 1937 and was appointed as- 
sistant general counsel in 1943, as- 
sociate general counsel in 1948 and 
general counsel in 1955. He was named 
a queen’s counsel in1955. 

Mr. Foster had been superintendent 
of insurance in Ontario for 12 years 
prior to joining the association as gen- 
eral counsel in 1935. He became man- 
aging director in 1955. Mr. Foster will 
continue to serve the association as 
consultant and will resume his private 
law practice. 

Robert M. Silver, Coral Gables, Fla., 
won an all expense paid trip to Ha- 
waii as part of the president’s tourna- 
ment now being held by Franklin Life. 
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Social Security Aids 
Are Revised By DLB 


The “Social Security Manual for 
Life Underwriters,” the “Social Secur- 
ity Slide-o-Scope” and the “Social Se- 
curity Includes You Now” visual plan- 
ning form, all published by the Dia- 
mond Life Bulletins department of the 
National Underwriter Co., have been 
revised to include the 1961 amend- 
ments just added to the law. 

In addition, a new publication, “So- 
cial Security in a Nutshell,” has been 
added to the list of social security 
sales aids. It is an attractive 20-page 
wallet size booklet in question-and- 
answer form for use by agents as a 
low cost, good will builder and pre- 
approach mailing piece. The booklet 
contains in brief and understandable 
form the basic information most pros- 
pects want to know about social secur- 
ity. 

The “Social Security Manual for 
Life Underwriters,” published for the 
first time last fall, has become out- 
standingly successful as a complete 
agent’s reference handbook and is al- 
so being used by several leading life 
companies for initial training. “Social 
Security Slide-o-Scope” is widely used 
by agents for rapid calculation of bene- 
fits in interviews. “Social Security In- 
cludes You Now” is also designed for 
use in the interview and provides space 
for illustrating benefits in chart form 
in simple programing cases. All of 
these publications are color-matched 
in yellow and gray and form a com- 
plete agent’s working kit on social 
security. 

Advance orders are now being ac- 
cepted by the National Underwriter 
Co., 420 East Fourth Street, Cincin- 
nati 2, Ohio, and will be filled in a 
few weeks. 


Clarke And Showman Are 
Advanced By Hooper-Holmes 


Hooper-Holmes Bureau has appoint- 
ed William C. Clarke assistant vice- 
president in charge of sales in the 
southeast and has made Donald H. 
Showman district sales manager of 
sales in Oregon, Washington and Brit- 
ish Columbia. 

Mr. Clarke will have headquarters 
in Atlanta, where he started with 
Hooper-Holmes as an inspector in 1938. 
Later he became manager at Miami 
but returned to Atlanta in 1954 as 
manager of the southeast sales divi- 
sion. Mr. Showman began with the 
bureau in 1951 as an inspector at 
Salt Lake City. He has been San Fran- 
cisco branch office manager. 








Bernard H. Zais, left, president of the newly 





organized Health Insurance of 


Vermont, of Burlington, hands the company’s first policy to the nation’s 
youngest governor, F. Ray Keyser Jr. At right is Lt.-Gov. Ralph A. Foote, a 
stockholder in the company, first A&S insurer organized in Vermont in 50 years. 
Mr. Zais is a long-time agent of Connecticut Mutual Life and a million dollar 


producer. 
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LIFE INSURANCE EDITION 


Jack fell down and broke his crown 
And Jill came tumbling after 


Sounds somewhat improbable but then that’s 
the nature of accidents—improbable, unex- 
pected, difficult to reconstruct. And aren’t 
there a lot of them! More than 20 serious acci- 
dents a minute, on the record. 


Are the Jacks and Jills and Moms and Dads in 
your community protected against the shower 
of hospital and medical bills that follow acci- 
dents? They should be. A Travelers field man 
will be happy to help you set up an Accident 
solicitation program. 





The Travelers was the first company to write 
accident insurance in America. Today, the 
Company offers a wide array of up-to-date Ac- 
cident, Sickness and Hospitalization contracts. 


And they back up every policy with 4,310 ex- 
perienced claims people in more than 287 loca- 
tions throughout the U.S. and Canada. 


We'll be happy to tell you more about The 
Travelers contracts and the opportunities 
open to you. Call the nearest office or general 
agency for details on all forms of Travelers 
Health insurance. 


THE TRAVELERS Insurance Companies Connecticut 
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Clark Cites A New 
Tendency He Terms 
‘Industry Problem’ 


The tendency of companies and 
agents to write an increasing ordinary 
volume on a relatively decreasing base 
of lives is already an industry problem 
—and it is growing worse. 

This was the view of Earl Clark, 
agencies vice-president of Occidental 
Life of California, as he addressed the 
annual meeting of California Assn. of 
Life Underwriters. 

This trend has two dangers for the 
industry, one external, the other inter- 
nal, Mr. Clark cautioned. 


Affects Climate 


Externally, it affects the climate in 
which the industry does business by 
leading to demands for government 
programs. Increased pressure for feder- 
ally provided benefits in the life field 
can be expected by continuing to con- 
centrate too much sales effort on a 
relatively small circle of buyers. 

Internally, it contributes to the push 
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for higher group limits and group cov- 
erage on fictional aggregations of peo- 
ple. The public has a greater aware- 
ness of the need for life insurance 
than the industry generally recognizes, 
yet knows little about comparative dif- 
ferences in coverage. The public tends 
to cut across the industry’s traditional 
agency distribution patterns and reach 
for protection through group or gov- 
ernment sources when too few agents 
recognize and sell ordinary coverages 
and when agents work on too few 
clients. 


Proposes Action 


For the _ bigger-volume-on-fewer- 
lives trend, Mr. Clark proposed one 
corrective-action course for companies, 
another for field men, and still another 
for company and agent to pursue joint- 
ly. 
First, he urged companies to expand 
their field forces of qualified, estab- 
lished agents and agencies. They have 
not done so as rapidly as the ordinary 
market requires. More trained agents 
operating through more field offices 
are needed to raise the number of lives 
written, thereby expanding the base. 

Second, he urged agents to work on 
a wider circle of people even though 





Found—a better savings plan 





Another piggy bank meets an ignominious end at the hands of Anico’s 
20 Pay E65. It’s the competitive-cost guaranteed-income saving plan 
perfect for young couples. “Quantity discount” payments; excellent 
guaranteed gain in cash return over premiums; special quit options; 
plus Anico’s option of high rate life income, of course. NOTE TO 
SALESMEN: This is another of Anico’s complete line of competitive 
plans. With competitive commissions and vesting too. 


-_Amonican National 
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Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries wiJl receive prompt, confidential replies. Address: Coordinator of Sales. 
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they find it increasingly easy to write 
large amounts on few lives. Top agents 
have perhaps succeeded too well in 
working smarter, not harder. 


Something Like Doctors 


As they improve their techniques, 
these top agents are able to satisfy 
and lives. Some of the time they save 
by being better workmen needs to be 
plowed back into the business to 
broaden the base on which it rests. 
Life insurance agents may be some- 
thing like doctors in the sense of hav- 
ing an obligation to do some work over 
and above the level needed to satisfy 
their personal financial goals. The doc- 
tor does such work on a charity basis, 
but the agent who writes more lives 
gets paid for it. 

Third, Mr. Clark urged companies 
and agents together to retain the fam- 
ily protection factor of insurance as 
their motivating force in selling. Com- 
panies and agents have concentrated 
too much on the race for the corporate 
dollar at the expense of attention to 
the family market. The latter—person- 
al protection for family needs—is still 
the “big top” and the specialty fields 
the “side show.” 

“If we take care of the people under 
the big top, we will always have a 
market even though the gendarmes 
raid the side shows and close them 
down,” Mr. Clark said. 


B.M.A. Dividend Up 25% 


Directors of Business Men’s Assur- 
ance have voted a semi-annual cash 
dividend of 20 cents a share payable 
Aug. 1 to stock of record July 21. This 
is the first cash dividend since the 
25% stock dividend was paid in April. 
By maintaining the 20 cent rate of 
payment the distribution to stockhold- 
ers has been increased 25%. 





Worcester Telegram & Evening Gazette 


President H. Ladd Plumley (left) 
of State Mutual Life wears smile of 
victory at Worcester, Mass., annual 
state iris show sponsored by Massa- 
chuetts Horticultural Society. He won 
the American Iris Society silver medal 
certificate for having the greatest 
number of first-prize points in the 
show. Exhibiting in the amateur class, 
he had seven first prizes and eight sec- 
ond prizes among his 25 entries. One 
of his entries was judged the most pop- 
ular exhibit by spectators at the show. 
At right is George H. Price, Worcester 
high schoof teacher, a professional ex- 
hibitor, who won the silver medal cer- 
tificate for the unusual quality of his 
iris displays and took six first prizes. 
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Will N. Y. Be Tough 
On Life Buyers Of 
Fire Insurers? 


(CONTINUED FROM PAGE 1) 
ness seems the most stretchable. In 
the Connecticut General case the de- 
partment tried to stretch it so far as 
to equate mere ownership of a fire- 
casualty insurer with doing a prohib- 
ited business. That is, the department 


went so far as to argue seriously that | 
by the mere act of having in its vaults ; 


the majority stock of a fire-casualty 
insurer, a life company was thereby, 
ipso facto, per se, and separate and 
distinct from all other causes, doing 
a fire-casualty business, just as if it 


were actually betting life insurance | 
dollars that your house wouldn’t burn © 


down. 


Now that the court of appeals has 


rejected this reasoning, it may seem 
absurb and far-fetched, but remem- 
ber that it seemed neither absurd nor 
far-fetched to the attorney general, 


the trial judge, the appellate division © 
or three of the seven judges of the | 


court of appeals. The fact that it won 


all the way up to the top court and | 


lost there by only one vote could well 


encourage the department to think that | 
it wouldn’t take much of what it might | 
regard as doing a prohibited business ~ 


to swing that fourth ballot in the 


court of appeals the next time the © 


subject comes up. 
What Might Be Vulnerable? 


What might be some of the activi- 
ties of a parent life company that 
the department could argue consti- 
titued doing a prohibited business? 
The court of appeals in the Connecti- 
cut General case gave the green light 
only to ownership and to nothing else, 
as Mr. Thacher pointed out in his 
talk to the attorneys general; it can 
be assumed that any activity more 
assertive than the most passive kind 
of ownership will be given gimlet- 
eyed scrutiny by the department for 
any possibility of being construable as 
doing a prohibited line of business. 


Could the parent life company’s ef- — 


forts to get its agents to throw any 
of their fire-casualty business to the 


company’s subsidiary in those fields 
be regarded as doing a fire-casualty © 


business? Could life company dicta- 


tion of fire-casualty marketing policy ~ 


and operating procedure be used as 


basis for departmental objection? And ~ 


how about the possibility that a life 

company might be tempted to bail out 

a fire-casualty subsidiary in the event 
(CONTINUED ON PAGE 23) 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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Small group plans 
giving you a king-size headache? 


LET MINI-GROUP,” Nationwide’s new 10-to-24 plan, solve your problem. Never before 
such flexibility of coverage for small groups. Five hospital-surgical schedules (includ- 
ing in-hospital medical expense) on a 70 or 31 day basis—plus weekly income, life insur- 
ance and accidental death and dismemberment. Even dependent life for families where 
statutes permit. Specified dread disease and supplemental accident optional with any 
plan. Standard commissions paid monthly plus renewals. Complete administration by 
Nationwide—claims paid from office nearest policyholder... your time’s your own after 
sale. For complete MINI-GROUP® sales kit, contact your nearest Nationwide group 
office or write Group Sales, Dept. N, Nationwide, 246 No. High St., Columbus 16, Ohio. 


Fr dar fed. A a hod Say | the company that created SECURANCE 





Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 
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HteNATIONAL UNDERWRITER 


Importance Of Tactful Wording, Power 
Of Estate’s Cash Needs Are Emphasized 


The critical importance of using the 
most effective wording and the use 
of short-of-cash position of the typical 
high bracket taxpayer’s estate were 
treated by two veteran members of the 
Million Dollar Round Table at the an- 
nual meeting in Bal Harbour, Fla. 

Daniel Auslander, New York City, 
who has led Massachusetts Mutual 
Life’s field force 12 times in the last 


FEABEP ol 





25 years, showed how the right word- 
ing of a question or suggestion can 
arouse a prospect’s interest, whereas a 
less careful wording would get a nega- 
tive response. 

For example, instead of saying to 
a prospect, “Mr. Smith, Mr. Jones sug- 
gested that I call on you to look over 
your policies and make an analysis 
of them,” which would probably draw 





a negative response, it would be more 
effective to say, “Mr. Smith, Mr. Jones 
thought it would be a good idea if I 
secured for you, as I did for him, all 
the privileges and advantages you are 
entitled to under your present life in- 
surance policies.” 

Or instead of “Mr. Smith, how much 
life insurance are you carrying?” 
which, coming from a stranger would 
irritate the prospect, the agent should 
say something like “How many poli- 
cies do you have, Mr. Smith?” The 
prospect can’t be offended by this 

(CONTINUED ON PAGE 18) 
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For Example: 


The CLU movement is growing ...and those who hold the 
designation are growing, too. 


@ Last year 813 received CLU designations, an 
18% increase over the previous year. 

@ A total of 442 study classes met in 211 cities 
during the 1959-60 academic year. 


In June 1960, 6773 candidates took 8,499 


examinations at 186 university centers. 
@ CLUs are highly successful income-wise, with a 
median annual income of nearly $20,000. 


comparable non-CLUs. 


CLUs produce about 50% more business than 


The American College of Life Underwriters 
this year completed Huebner Hall, 


its new 


headquarters (shown above) at Bryn Mawr, 


Pennsylvania. 


CLU study can increase the life underwriter’s comprehension 
of the economic, social and technical aspects of life insurance 
...his convictions about the product he is selling... 


. his 


confidence in his approach to prospective elients. 


If you have not started your CLU studies, talk with your 


general agent or manager, or write to Dean Herbert C. 
Graebner, American College of Life Underwriters, Bryn Mawr 
Avenue, Bryn Mawr, Pennsylvania. 


Connecticut Mutual !Life 


INSURANCE COMPANY « HARTFORD 
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1961 Argus Chart 
For A&S Is Published 


With all the significant accident and 
sickness facts and figures of 990 com- 
panies, the 1961 Argus Chart of Acci- 
dent, Sickness and Hospitalization In- 
surance furnishes a comprehensive 
picture of the business as far as each 
individual company is concerned. The 
financial statement information is di- 
vided into operating reports, under- 
writing results and analyses of both 
individual and group classes of busi- 
ness, all compiled from reports to state 
insurance departments and special re- 
ports from the companies. 

In its detailed reports of 283 compa- 
nies of all kinds that wrote approxi- 
mately 94% of the A&S business ex- 
clusve of the non-profit hospitaliza- 
tion and medical-surgical companies, 
the Argus A&S Chart, under the | 
heading of “The Insurer” gives the | 
necessary financial figures to allow | 
the user to appraise the size, stability 
and success of operation of the compa- 
ny as a whole. An extension of these 
exhibits includes the A&S underwrit- 
ing results for both individual and to- 
tal business with further extensions 
giving the analyses of different classes 
of individual business and of group 
business. The analysis of group busi- 
ness includes premiums earned, divi- 
dends to policyholders, premiums less 
dividends, claims incurred, expenses 
incurred, the claims and expense ra- 
tios with a combined ratio, and the 
gain from underwriting after divi- 
dends to policyholders. Also shown are 
the list of states and countries in 
which the companies operate, kinds of 
contracts issued, brokerage practice, 
number of branches, general agents, 
and agents, type of company, when 
formed and when it started writing 
A&S business, and whether the com- 
pany is a member of Health Insur- 
ance Assn. | 

Briefer two year exhibits are given 
for 520 companies. These exhibits in- © 
clude assets, capital or an indication 
of the type of company if other than ~ 
stock, surplus, premiums written, pre- 
miums earned, claims incurred and — 
expenses incurred. In addition, and for 
the first time, this edition includes the © 
same analysis of group business as 
described above, for 98 of these com- 
panies whose group premiums exceed- 
ed $100,000 in 1960. 

In a special section, information is 
given for 83 Blue Cross plans, 74 Blue © 
Shield plans, and 30 other hospital, | 
dental, and medical-surgical insurers. 

The chart’s opening pages contain | 
explanatory notes and definitions of 
each of the financial statement items 
shown in the statistical sections. Each 
item is defined and each definition — 

carries a specific reference to the page 
and line number of the official annu- 
al statement blank for each type of 
company. 

The Argus A&S Chart, like its com- 
panions, the Argus Fire Chart and the 
Argus Casualty & Surety Chart pub- 
lished a few weeks ago, sells singly for 
$2.50 per copy and less in quantity. It 
is now being delivered from the refer- 
ence book department of the National 
Underwriter Co., 420 East Fourth | 
Street, Cincinnati, and may also be 
obtained from any of.its branch offices. 


New American Life of Billings, 
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Mont., has purchased the five-story 
Mobil Building there as a new #bme/ 
office. The company will continue to 
offer space in the air-conditioned 
building to tenants. 
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LIFE INSURANCE EDITION 


An Old Friend Tells The Story Of 


Clarence Axman’s Colorful Career 


For no special reason other than the 
amply sufficient one that he is an old 
friend with a long career in insurance 
newspaper work, Clarence Axman, ed- 
itor of the Eastern Underwriter, was 
recently the luncheon guest of his fel- 
low members of the Unorganized In- 
surance Newspaper Men of New York. 
The occasion reminded Levering Cart- 
wright, president of Cartwright, Val- 
leau & Co., Chicago securities firm, 
and former executive editor of The 
National Underwriter, that he had writ- 
ten a biographical piece about Mr. Ax- 
man a few years ago that was not pub- 
lished. Here is the article. 


By LEVERING CARTWRIGHT 


Clarence Axman got a call the other 
evening that evoked gasps of admira- 
tion and incredulity among those in 
the room who knew him. He was 
cited at the 60th anniversary banquet 
of National Assn. of Insurance Agents 
in New York City for having reported 
the organization meeting of the asso- 
ciation in Chicago in 1896. This was a 
fact that Mr. Axman had kept to him- 
self until a few months ago, when he 
happened to mention it to a friend. In 
the light of Mr. Axman’s present 
strength and the fullness of his pro- 
fessional activities as editor of Eastern 
Underwriter, the friend showed signs 
of simply being tolerant of such a tale. 
So Mr. Axman took steps to produce a 
photostatic copy of the story that he 
wrote on the NAIA’s genesis for the 
old Insurance Herald of Louisville. And 
that is how the story got on the road. 


Mixed Feelings 


Mr. Axman must view this identi- 
fication of him with the past with 
mixed feelings. He naturally takes sa- 
tisfaction in this singularly long record 
of influential participation in the 
stream of insurance activity. But he is 
too much of a contemporary dealer in 
today’s and tomorrow’s grist of insur- 
ance not to be impatient with this in- 
trusion of the old timer aroma. 

This citation gave me the impulse 
to corner Mr. Axman and try to 
penetrate the mist of years. His friends 
who are familiar with his free-wheel- 
ing mentality and the kaleidoscopic as- 
sociation of ideas, events and person- 
alities in his conversation will be res- 
pectful of the accomplishment of get- 
ting the biographical facts together 
singly and more or less in order. For 
despite the clarity of Mr. Axman’s 
writing and editing he is famed for 
fragmentation, ellipsis, and cubism in 
speech. 

So, with apologies to the subject’s 
sensitivities, his earlier varied experi- 
ences are here set forth. 

Mr. Axman has been a fixture for 
the second part of his business life. 
But in his earlier stage he was an in- 
tense rover, a deliberate seeker after 
experience, and one to shun wearing 
any man’s collar. In drawing him out 
I got the impression that he always 
managed to slip away from a place 
just before he became invaluable to 
someone and was in peril of adhesion. 
He required stimulation, variety and 
speed and he set out to serve himself 
to such a fare. He is still doing it and 
in just as great a measure as ever, 
even though he wears the Eastern Un- 
derwriter collar. 

Mr. Axman was born at Port Huron, 


Mich. There are a few trivial matters 
such as dates that will be dealt with 
lightly so as not to clutter the narra- 
tive flow. So, suffice it to say that this 
took place in the 19th century. His 
father, Philip Axman, was a merchant 
and a leader in community affairs. For 
instance, he was at one time a candi- 
date for city treasurer. 

When Mr. Axman was 12 (still in 
the 19th century), the family moved 
to Canton, O., to a house on Market 
Street. William McKinley was another 
resident of the street, and later he con- 
ducted his famous front porch cam- 
paign from this place. Still another 
Market Street resident was William R. 
Day, who later became McKinley’s 
Secretary of State. Mr. Axman recalls 
that his main pals in Canton were the 
two sons of Mr. Day. 

At a certain age Mr. Axman took 
off for Chicago to make his own way. 
In a whirlwind manner he commenced 
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accumulating experience and deciding 
what he was not going to do with his 
life. He matriculated at the Art Insti- 
titute, but quit after two days. He 
signed up for YMCA night school, but 
vamoosed the next week when he 
found on the bulletin board a notice 
that he had been elected president of 
his class. He had a brief career in the 
law. He entered the law office of a 
“counsellor” named Carlyle, who told 
Axman he must first master Black- 
stone. He presented Axman a formi- 
dable volume. The youth on the thresh- 
old of a career in law read the first 
page 15 times and then departed. He 
took a new job every few days, in- 
cluding a brief whirl at the wholesale 
hardware business. 

Mr. Axman did, in a period of three 
months, acquire skills that strongly in- 
fluenced his future. He got a good 
grounding in typing and shorthand at 
the Bryant Stratton Business Col- 
lege and developed rapidly into the 
third fastest typist in Chicago. This 
facility enabled him to be a journey- 
man, and in short order he proceeded 
to acquire enough journalistic know- 
how to let him ride the newspaper 
circuit also. 


The best policy... 


There’s quite a lot of discussion going on nowa- 
days about the kind of life insurance people ought 


We are inclined to agree with Hal Nutt that the 
best kind of policy is one that will be in force 


when the insured person dies. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE—~NASHVILLE, TENNESSEE 


An influence that proved to be en- 
during was the first job that he con- 
sented to remain at for longer than a 
week. This introduced him to insur- 
ance and also to insurance journalism. 
It was in the office of the western de- 
partment of Continental Co. The man- 
ager was John J. McDonald, whom 
Axman recalls as a “giant with a red 
beard.” To qualify him for the job 
McDonald undertook to dictate a let- 
ter to him but he had no more than 
started when he broke off and hired 
Axman for $15 a week. Axman was 
named secretary to a daily report ex- 
aminer, but was seated just outside 
McDonald’s office and the latter passed 
his desk many times each day. Hence, 
Mr. Axman was startled three weeks 
later, when asking for a raise, to have 
McDonald say: “Young man where is 
your desk?” 


Hitchcock And Cartwright 


Almost every morning there ap- 
peared at McDonald’s office two insur- 
Champion I. Hitchcock, who was in- 
eared at McDonald’s office two insur- 
ance newspaper men. They were 


(CONTINUED ON PAGE 10) 
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Urges Agents Stand 
To Preserve Best 
Of Free Enterprise 


Agents should get off the sidelines 
and take a position on the things they 
have at stake in the social, economic 
and political evolution taking place, 
urged George Christopher, assistant 
vice-president and sales coordinator of 
American National. 

Speaking at the June meeting of 
Galveston (Tex.) County Assn. of Life 
Underwriters, he observed a growing 
need for agents to understand the evo- 
lutionary process, evaluate measures 
and engage in enlightened action. 
“Never doubt that your profession is 
involved in any matter involving the 
economic and political system. When 
enough of the free enterprise system is 


HieNATIONAL UNDERWRITER 


gone, your profession as you know it 
today will vanish from the scene.” 

The need for economic changes 
brought about by evolution of the 
structure of society cannot be denied, 
he said, but the changes can be made 
in a manner that will preserve the 
best features of free enterprise, or they 
can be made in ways to undermine it. 

“The degree of measures is your 
concern. How long do you think it will 
be, once all primary purposes are cov- 
ered by social security, before some 
bright social changer will discover 
that the next step is to collectively 
supply insurance for other or all pur- 
poses?” he asked. 

Among the steps in this direction 
today, Mr. Christopher said, are GI 
insurance, government employes 
group, Forand-type legislation and all 
tax subsidized insurance. Agents will 
be paying part of the bill, and in do- 








is a frustrated and unhappy man. 


LACOP likes challenges . . . and 


company and its agents. 


2204 WALNUT STREET 
@ All Forms of Life Insurance 
@ Minimum Deposit Programs 


® Group Life—Accident and Health 





ERUS TRATED? 


An insurance representative with a limited variety of policies to sell 
and well rewarded because they have more to sell to more prospects. 


suit a particular situation. The result is an enviable record of past 
growth and the promise of continued growth in the future for the 


LACOP’S SENIOR WHOLE LIFE POLICY provides 
increasing benefits for senior citizens from 60 to 90 at 
reasonable rates. In many cases, no medical examination 
is required. Find out how this and other LACOP plans 
can substantially increase your earnings. Write for a con- 
fidential interview at your convenience. Address Sherman 
J. Edelman, Executive Vice President. 


Life Assurance Company of Pennsylvania 


_ 





LACOP agents are always happy 


meets them by creating policies to 


PHILADELPHIA 3, PENNA. 
fe Guaranteed Renewable—Accident and Sickness 
=/ @ Hospitalization—Medical and Surgical 


@ Franchise and Association Programs 








ing so, will be helping to shrink their 
own market. “When you are paying 
the price tags of enough of these, how 
long will your job, your function, be 
needed? When somebody says ‘stay 
out of such matters,’ you just reflect 
you have a right to defend yourself, 
your way of life and your future,” he 
declared. 

Departing from the social and politi- 
cal perils confronting the agent, he 
commented on some within the busi- 
ness. 

He said he saw no justification for 
many of today’s group practices. 
Group beyond a certain point is a de- 
ception, because most people are go- 
ing to live beyond retirement age and 
end up with no coverage. Furthermore, 
the actuarial soundness of many of 
the practices is questionable—‘“such 
things as $5,000 on all employes and 
$25,000 to $100,000 on the bosses,” he 
said. 


‘Somebody Paying Bill’ 


“Somebody is paying the bill for all 
this, and I suspect it is you and the 
other policyholders of the nation. You 
pay in lower and lower commissions 
and loss of markets, the policyholders 
pay in having to make up the lower 
and lower expense loads.” 

Mr. Christopher said that most com- 
panies oppose these practices but feel 
they must go along with them in or- 
der to compete with other companies 
which offer group. 

“The solution, he said, “is in your 
hands via the insurance departments. 
The majority of companies will back 
you up, but you are in the best posi- 
tion to pressure for changes, if you 
really want changes.” 

The same is true in regard to twist- 
ing and replacement. “As individuals 
and as groups you can adopt princi- 
ples and pressure your insurance de- 
partments for compatible action,” he 
advised. “The companies cannot act in 
concert due to dangers of anti-trust 
law violations. All we can do indi- 
vidually is adopt practices and penal- 
ties. You can press for codes with teeth 
in them.” 


Ad Campaign Launched 
By Standard Of Oregon 


Agents of Standard of Oregon were 
introduced to the company’s stepped-up 
advertising program at the convention 
at San Francisco. 

Basis of the campaign is a series of 
ads which will appear this year in 
the western editions of Reader’s Di- 
gest and Sunset magazine. These will 
emphasize the reader’s “will to 
achieve”—derived from the company 
motto—in reaching family security, re- 
tirement and educational goals. 
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Pacific Actuaries 
Discuss Expenses, 


Group, Replacement 


LOS ANGELES—Actuarial Club of 
the Pacific States held its spring meet- 
ing here and centered the discussion 
upon three topics—expenses, group in- 
surance and policy change. 

E. H. Neuschwander, Fireman’s 
Fund, president of ACPS, presided 
over the meeting, and B. J. Helphand, 
Pacific Mutual Life, headed up the 
program committee. 

The feeling was that unit costs have 
tended to increase in certain areas 
such as medical exams. It was also felt 
that some supposedly cost saving 
items, such as pre-authorized check 
premiums, created expensive prob- 
lems which had not been anticipated. 

The effect of electronic systems on 
expenses was explored. In some areas, 
such as premium collection and bill- 
ing, the electronic processors have 
paid for themselves. However, most 
companies can avoid a grievous error 
by approaching EDP systems cautious- 
ly. This might be accomplished by us- 
ing small scale systems to start and 
gradually developing the larger sys- 
tems. 


Three Major Topics 


The group insurance session cen- 
tered around three major topics. 

The first was the so-called “cost 
plus—stop loss—no claim _ reserves” 
approach to group life and group med- 
ical coverage. R. Martin, West Coast 
Life, H. K. Knowlton, Occidental Life 
of California, F. D. Logan, American 
Life Convention, generally upheld the 
stand taken by the joint life committee 
of ALC and Life Insurance Assn. of 
America, which adopted a resolution 
that this is “an insurance practice 
which leads to misunderstanding, vio- 
lates fundamental insurance _princi- 
ples and is not in the public interest.” 
Although the subject matter was 
the pros and cons of “cost-plus” there 
appeared to be no pros among life 
company actuaries at the meeting. 

Another sub-topic under group was 
that of long term disability. B. R. 
Whiteley, Standard of Oregon, W. 
Cunningham, Pacific Mutual and Mr. 
Knowlton mentioned that the market 
was one which seems to be invoking 
a lot of interest but few sales. It ap- 
pears that there are a variety of views 
as to both the costs of the benefit and 
any limitations which should be im- 
posed in writing it. 

The third category under group 
consisted of a discussion of experience 


(CONTINUED ON PAGE 19) 





H.O. LIFE UNDERWRITER 
$10,000 
Man to set up department in newly 


formed company. A&H knowledge help- 
ful. Located in East. ¢N-746 


A&H UNDERWRITER 


ASST. LIFE AGENCY DIRECTOR 
$14,000 


Large eastern company prefers young 
man with strong sales background to 
recruit and train General Agents. 
HE-748 





LIFE AGENCY DIRECTOR 
$18,000 
New midwestern company with solid 


backing and organization needs top 
caliber man. #E-749 


GROUP SALES MANAGER 
$12,000 
One of finest companies in midwest 
looking for men with 3-4 years exp. 
to manage. #:E-750 


A&H SALES MANAGER 





$8,000 
Aggressive company in Mid-Atlantic 
state is looking for individual with 3 
years exp. #¢E-747 








Send for our free brochure, How We Operate 
No obligation to register. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 


330 S. Wells St. 


ms 


HArrison 7-9040 


Chicago 6, Ill. 


$10,000 
Giant company with H.0. in midwest 
has openings to manage in several big 
city areas. #E-751 
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Smoking Out Habitual Replacer 
Called Key To Solving Problem 


Because of the active part the rate of the policy with the potential 
Philadelphia Life Underwriters Assn. return from other investments and, 
has taken through its field practices at the same time, conveniently ignores 
committee, in moving against replacers, the many other policy guarantees. 
The Nationai Underwriter has asked 3. He seldom utilizes new premium 
Thomas G. Burgess, Phoenix Mutual, money and prefers to sell on the basis 
newly elected president of the Phil- of how to get twice as much for the 
adelphia association, for his views on same dollar outlay. When accompanied 
what should be done about the re- by the raiding of cash values, it is the 
placement problem. Until his election forerunner of a deferred lapse. 
as president, Mr. Burgess was chair- 4. He will resort: to any device to 
man of the field practices committee. prove that presently owned contracts 

are wrong or a bum buy. 

By THOMAS G. BURGESS 5. He intentionally omits listing all 
existing life insurance on the face of 
policies being replaced or modified. 

6. He will usually answer “no” to the 
replacement question on the applica- 
tion because to do otherwise would 
delay issue. 

Most companies are interested in 
avoiding replacement of their business 
and, as a whole, have strict rules as 
far as intra-company replacements 
are concerned. The New York depart- 
ment in regulation 39 has tried to 
solve the intra-company replacement 
by requiring notification. This is a 
bold effort, but it is complicated by 
practical as well as legal considera- 
tions. 

The simplest solution would be for 
each home office or local agency to 
accumulate sufficient information 
about the sales activities of their 
agents by requiring a full explanation 
on each replacement or modification 
of existing insurance. Enforcement 
and a particularly tough policy on 
agents showing evidence of frequent 
inter-company replacement activities 
could do much to correct the situation 
overnight. Some individuals in our 
business, however, say, “It can’t be 
be done.” 

These individuals simply do not 
want to find a solution. Some day 
they will regret their lack of concern 
about inter-company replacements 
because the specialist will sooner or 
later discover that it is just as easy to 
replace his own business in another 
company. Under such circumstances, 
how long would it take a company to 
cancel an agent’s contract once this 
type of replacement was discovered? 
Not long, I’m sure! 

Each life underwriters association 
can initiate a plan of action to assist 
ali companies and state insurance de- 
partments in fighting each and every 
replacement. First, every association 
must take a positive stand on replace- 
ment and related selling activities by 
spelling out the rules of conduct, in 
writing, to their membership. What is 
being done in Philadelphia is a good 
example, where the code of ethics, 
adopted in June, 1960, requires the 
writing agent to notify the issuing 
company of all the facts and the reason 
for replacement or modification of 
existing insurance. A violation will 
subject a member to suspension or 
why INTER-OCEAN expulsion from the association as 
agents prosper with provided in the bylaws. Any agent 
this very successful suspected of violating the code should 
company. be given an opportunity to explain his 
activities. His general agent or mana- 
ger should be interviewed and asked 


to cooperate. 
ad Failure by the agent and/or agency 


head to furnish requested data would 
INSURANCE COMPANY then warrant correspondence by the 
CINCINNATI 2, OHIO committee (in Philadelphia, the field 
practices committee) with the com- 
pany president and request for his 
assistance. The committee should have 
power to investigate possible viola- 
tions and, if at all possible, resolve the 
(CONTINUED ON PAGE 20) 


Every replacement should be justi- 
fied by an explanation from the re- 
placing agent to the issuing company; 
this is a responsibility shared by the 
agent and company alike. The most 
serious problem, however is not 
whether replacement per se is justi- 
fied or unjustified but one of fre- 
quency of replacement as it pertains 
to the sales activities of any given 
agent, agency or company. 

Now, I will endeavor to answer the 
following questions: 

1. Who is this would-be replacer? 

2. How can we solve inter-company 
replacements? 

3 What persuasive measures of com- 
pliance are available? 

The would-be replacer of whom I 
speak frequently possesses one or more 
of the following characteristics: 

1. He uses a sales approach which 
advocates the trading-in of permanent 
life insurance as you would a car. 

2. He belittles the living values of 
permanent life insurance. Frequently, 
he compares the guaranteed interest 





PORTRAIT OF SUCCESS 








GUARANTEED 
RENEWABLE 


Major Medical Ex- 
pense, Hospital Benefit 
and Income Protection 
contracts . . . guaran- 
teed renewable for life 
... three more reasons 



























Cash Value Insurance 
At Near Term Rates! 


If a prospect can afford term, then chances are 
he can afford lifetime coverage (with cash values ) 
under our new LIFE MODIFIED AT 70 policy. 


This is level premium insurance at a rate a 
step higher than term but 9 to 35 per cent lower 
than ordinary life. 


Another feature. This policy gives heaviest 
protection during the early years of a man’s life, 
when he needs it most. The face value is twice 
as much before age 70 as it is after. 


By lowering the face value at 70, the policy permits 
a reduced premium—*ow and throughout the 
life of the policy. Yet, it still builds cash values! 


Prospects will like the permanent protection 
—and the price. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 








on 

LO AN S RENEWAL COMMISSIONS 
Typical 4 Year Loans on Vested 
Renewal Commissions: 





Loans are 
handled 
promptly and 
confidentially! 


48 equal 
Amount paid Face amount monthly 
to client of note instaliments 





$ 2,000.00 $ 2,554.08 $ 53.21 

5,000.00 6,385.92 133.04 

10,000.00 12,771.84 266.08 
Loans of any denomination are available from 


$2,000.00 to $100,000.00 on a 2, 3, or 4 year basis. 
Unearned Discount refunded fully on prepaid loans. 


Sewice foulife Unturance Rearesentatives 
Please write or phone us! 


LIFE UNDERWRITERS SERVICE CORPORATION 


Security Building « Denver 2, Colorado + Department 1 
Please send me further information, at no obligation. [_] Gen. Agt. 











[_] Agent 
Name. : 
Cc iad # 
Address 
City. Zone. State. 
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HteNATIONAL UNDERWRITER 


Axman’s Colorful Career Is Related 


(CONTINUED FROM PAGE 7) 


Champion I. Hitchcock, who was in- 
surance editor of the Chicago Herald, 
and my father, Charles M. Cartwright, 
who had the same position with the 
Chicago Inter-Ocean. In a few minutes 
hearty laughter would utter from the 
office, and the seeming conviviality of 
the newspaper calling appealed to Ax- 
man. The journalists took on glamor- 
ous dimensions in his eyes. He wanted 


to become a reporter and he pro- 


Keys to Successful Selling — a completely modern 
training program in four parts — helps Equitable associates progress 
faster and easier toward attainment of their goal of Career Life Under- 
writer. Training aids such as these are just another of the many reasons 
why Equitable men know they can grow with “The Key Company”. 





ceeded to become one by dint of his 
own ingenuity. He turned out little 
paragraphs for the editorial page of 
the Chicago Herald. These would ap- 
pear, but Axman got no pay for them. 
He did gain confidence, though, and 
was soon doing “space” work for other 
newspapers. Also he served as private 
secretary to a clergyman three nights 
a week. He combined religion and 
journalism and was soon producing two 


columns of sermon comment in the 
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Monday edition of the Chicago Rec- the Democratic convention at which 
ord. He would attend two or three Bryan made his Cross of Gold speech. 
services on Sunday and on Saturday This he would do at night and he 
would interview other preachers. He recalls sleeping on the floor of the 
had a knack for inducing the clergy Inter-Ocean office between “takes” and 
to comment on topical problems and then going off to his daytime post at 
events. This gave the column an espe-_ the Continental. 

cially newsy flavor. Part Time Arrangement 


Did Variety Of Jobs He had been sending some “human 
Mr. Axman did a variety of other interest” items to the Insurance He- 
after-hour jobs as a typist and short- rald, of which Young E. Allison was 
hand reporter. For instance, he took the editor. One day Gus Strauss, who 
dictation from Chicago Inter-Ocean re- was vice-president of the Louisville 
porters: during rush periods, such as Courier-Journal job printing company, 
. : « which published the Insurance Herald, 
came into the Continental office and 
in a loud voice offered Mr. Axman the 
job of Chicago correspondent of the 
Herald. This was just a part-time ar- 
rangement. 

It was along in here that Axman was 
at hand for the first meeting of Na- 
tional Assn. of Insurance Agents in 
September, 1896. He had received no- 
tice of the meeting and he recalls that 
on his way over to the gathering he 
stopped at another hotel to interview’ 
George W. Perkins, who was then 
vice-president of New York Life and 
who later became vice-president of 
J. P. Morgan & Co. He was entranced 
with Perkins and he recalls that meet- 
ing as vividly as he does the first 
NAIA session. He took strongly to cer- 
tain NAIA leaders who were there, 
especially Charles Woodworth, in 
whose memory the Woodworth memo- 
rial is presented each year. Axman is 
always responsive to personalities and 
to “attractive” individuals. Since in- 
surance is a business of people it has 
been a highly congenial field for him. 
In-And-Out Style 

Mr. Axman probably covered that 
NAIA convention in his famous in- 
and-out style. He is like the boy with 
a thousand muscles to wiggle with but 
only one to sit down with. He can’t 
suffer long stretches of speechmaking. 
That may account for the fact that 
his participation in the kickoff of NAIA | 
was so long overlooked. At the time © 
of my father’s death it was stated that 
he was the last survivor of that first 
gathering. I am pleased to be able to 
make note of this amendment. 


Mr. Axman also turned out an in- 
surance column for the Chicago Eve- 
ning Post. At one point he decided to 
consolidate his efforts. He chucked all © 
his jobs to become a full time space- | 
rate reporter for the Chicago Daily 
News. This netted him only $160 in a 
month and caused him to be receptive 
to an offer to leave town. 


There had been a blowup in the 
Insurance Herald. The entire staff had | 
quit and Louis N. Geldert, the pub- 

lisher, moved the headquarters to At- © 
lanta. The staff, headed by Young E. 

Allison, started the Insurance Field 

and Mr. Axman stuck to them. He 

accepted the job of Atlanta correspond- 

ent for the Insurance Field. That, of | 
course, was a key spot, especially for a — 
journal with a southern bias. It was 

the control center for the fire insurance 

business in the south. j 
In Atlanta Mr. Axman continued to © 
be a newspaper generalist by doing 
feature articles for the Atlanta papers ‘ 
as well as being engaged in the spe- © 
cialized insurance work. When he went _ 
to Atlanta he allows that he was 19> 
years of age. That was either in the 
19th or the 20th century. 

Other Experiences 

Then for the next period Mr. Aime 

strayed from the insurance vineyard © 

and accumulated other experiences and | 
enthusiasms. He went back to Chicago — 
as a general news reporter for the ~ 
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Chicago Examiner. After a year of 
that he went to the Louisville Herald 
as dramatic critic and as a star re- 
porter. It seems that Louisville was no 
mean shakes as a theatrical center and 
Mr. :Axman in two years got acquaint- 
ed with many of the leading lights 
and freaks of that day in show busi- 
ness. But he must have waked up one 
night with a start, feeling a collar be- 
ing secured around his neck, for he 
was off to New York. 


Some Louisville Friends 


Some Louisville friends who had 
gone to New York started out to land 
him a job on a paper there, but before 
they could do so Mr. Axman got tired 
of waiting and walked into the office 
of a particularly forlorn paper called 
the Brooklyn Standard Union. He 
asked for a job and the editor handed 
him a clipping about an ex-Brooklynite 
who had been thought to be dead and 
on whom death claims had been paid 
by insurance companies, but who had 
just turned up alive in Australia. He 
had deserted his wife and she sup- 
posedly was still in Brooklyn but the 
papers had been unable to find her. 
“Locate that woman,” Axman was told. 
He went out and resourcefully found 
her, interviewed her and landed a job. 


Writes Sermon 


Brooklyn was a city of churches and 
church news was heavily featured. Ax- 
man got into that field. He recalls an 
assignment to cover the sermon of the 
Rev. Dr. Collyer who was a big-name 
preacher of the day and one whose 
words had much newsvalue. Mr. Ax- 
man arrived too late for the sermon, 
and was repulsed when he tried to 
interview the minister after the serv- 
ice. However, he was told that a man 
who lived in Bay Ridge usually took 
down the sermon in shorthand. Mr. 
Axman went there, the man _ wasn’t 
home and his wife wasn’t hospitable. 
He sat on the porch waiting, fell asleep, 
and was wakened at 2 a.m. by the 
supposed amanuensis. It turned out, 
though, that this was one sermon 
he, too, had missed. So Axman did 
an imaginative piece of ghost writing 
and ascribed some lofty thoughts on 
Ruth and Esther to the Rev. Dr. Coll- 
yer for publication. 


Then To New York 

Next Mr. Axman went to the New 
York Journal as rewrite man. The 
next day the General Slocum sank in 
the East River, and Amxan was plum- 
meted into the most taxing kind of 
rewrite service before he had a chance 
to get his feet on the ground. 

He had one more fling before he 
settled down to wearing the insurance 
collar. He became news editor of the 
magazine Music Trades and did feature 
writing for Musical America. In this 
field his interest in the arts was fur- 
ther intensified. 


Gets Collared At Last 


Finally came the Eastern Underwrit- 
er collar. He took advantage of an op- 
portunity to become a proprietor and 
editor of this publication, which had 
been originated in 1896 by Henry H. 
Putnam as the Journal of American 
Economics. 

No wonder then that from Mr. Ax- 
man’s lips tumbles a bewildering but 
exciting medley of insurance, music, 
theater, newspaper talk. 

He has been able to carry his en- 
thusiasm for matters outside of insur- 
ance into the insurance publishing field. 
For instance, any reader of Eastern 
Underwriter gets a good briefing on 
matters theatrical over the years. He 
has been an extensive entertainer of 
insurance people and it is estimated 
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that he has taken more than 2,000 to 
dine at his beloved Sardi’s. a e 

For a number of years he traveled 
abroad extensively and was able to ir pHi 10} ar ONE RIE! 
keep his hand in general news and ON iE Bil LLION m ONE | BILLION * ONE BIL! 
feature writing by attending interna- 


tional conferences as representative of 

general publications or news services. ; 
He attended League of Nations doings 

three times. He made trips among 


other places to the Sahara, Peking, 


and Korea. 

It is my impression that Axman 
is working harder now and never more 
effectively as editor of Eastern Under- 


writer. He has got himself a collar 


File Suit To Liquidate D 0 L LA RS 


Mutual Assurance Of La. 

Commissioner Hayes of Louisiana fuk 
has filed suit in a Baton Rouge dis- 4) 
trict court to place Mutual Assurance 
of Louisiana in receivership and to 
liquidate it. Mr. Hayes charged that 
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Manufacturers Life recently became one of 20 major North American 


rs ag yom of pret - life insurance companies whose assets exceed one billion dollars. 
pril, , e company electe (9) ‘ : ; . 

raise its initial minimum surplus by But such a milestone in growth has meaning only in terms of human 
advance premium payments from endeavor, of goals and accomplishments, of principles and dedica- 
prospective policyholders. The com- ‘ F 
pany failed to do this within the pre- tion to them. These factors that shaped our success are aptly illus- 
scribed time and is without a certifi- he contribution made by many different groups of people. 
cate of authority to operate, Mr. Hayes trated by the c y ; y g P é ines 
charged. Our managers, for example, whose untiring efforts have built a strong 


He said that at least 10 persons paid : : i mpetence 
© faled ob GAME te: adtrenen-nenenheine and growing agency force; our agents, whose ore ™ oo p 
and have not been reimbursed. has earned them the respect and gratitude of their clients; insurance 
a a , men outside our company, whose broad concept of service to clients 
No. American Of Chicago ' ; 
In F At $400 Milli has led them to place substantial volumes with us. . . all of these 
n : ; Ney : 
~—— ; ae ; deserve our warm tribute. Special mention is reserved for our policy- 
Insurance in force of North Ameri- ; : ‘ , 
can Life of Chicago has reached $400 owners—the men and women whose desire for financial security for 


million. This was achieved during a ; ili j j 
special sales campeimn honotiea te themselves and their families brought them into the market for life 


40th anniversary of Chairman Charles insurance. Our assets are their savings. We are deeply conscious of 
G. Ashbrook. 8 . : 

Since an accelerated expansion pro- the trust placed in us to invest these funds soundly and prefitably on 
gram was initiated in 1954, insurance their behalf, and later to make them available in times of emergency or 
maaan an Sa, need. We are sure all these people share with us the pride of being 
Columbus Mutual Life Meeting associated with a billion dollar company. 


Columbus Mutual Life held a four- 
day convention at Estes Park, Colo., for 
home once and fied personne’. Meet | THE MANUFACTURERS LIFE INSURANCE COMPANY 
group insurance, prospecting and uses HEAD OFFICE * TORONTO * CANADA 
of audio-visual. Special sessions were 
held for all wives attending. Proper 3 
uses of new programing and insurance 
planning materials were also discussed. 








For five generations, Modern Woodmen has been a part of 
the American scene, symbolic of strength and solidarity —a 
strong, economic and social force in the nation. Founded in 
1883 upon the sound principles of native American thrift and 
foresight, it has been the bulwark of financial security for 
hundreds of thousands of families. Fulfilling its role as servant 
and friend to its members, it has moved steadily forward with 
America —increasing its resources — proving its integrity. 
Touching the lives of 2 million people, carefully safeguarding 
funds for the future use of members and beneficiaries, it is 
stronger today than at any time in its history. This is Modern 
Woodmen — Hallmark of Stability, Experience, Dependability 
and Service. MODERN WOODMEN OF AMERICA, HOME 
OFFICE, ROCK ISLAND, ILLINOIS. 


MODERN WOODMEN 
Symbol 


Life Insurance 


of for the entire 
Stability 
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Honor Fred Grainger 
At Retirement 


Fred Grainger, retiring first vice- 
president Federal Life & Casualty, was 
honored with a farewell testimonial 
banquet at Battle Creek. Commissioner 
Blackford of Michigan and Theodore 
Tubergen, chief examiner, were among 
a list of notables in attendance, includ- 
ing executives of a number of com- 
panies, Jay DeYoung, controller Inter- 
national Assn. of Health Underwriters, 
and Robert R. Neal, general manager 
Health Insurance Assn. John H. Car- 
ton, president Federal L. & C., headed a 
group of officials of the company pres- 
ent to extend their felicitations. 

Mr. Grainger, formerly with Massa- 
chusetts Bonding in Saginaw, joined 
Federal L.&C. in 1923 as superintend- 
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ent of claims. He was one of the found- 
ers of Detroit A&H Managers Club 
which was the nucleus of the Interna- 
tional Assn. of Health Underwriters. 
His wife, the former Ethel Billingsley, 
was secretary of Federal L. & C. before 
their marriage. 


Twin City Life, ASH Assn. 


Elects Battin President 


Maurice T. Battin, Ministers Life & 
Casualty Union, has been elected pres- 
ident of Twin City Life, A&H Claim 
Assn. 

Other new officers are E. C. Munger, 
Northwestern National Life, vice- 
president; James R. Bingham, Minis- 
ters Life & Casualty Union, secretary, 
and Warren F. Waterston, Mutual 
Benefit H.&A., treasurer. 

















the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 


FIELD 
GUIDANCE 
AS NEEDED 


A demonstration, in part, 

of Fidelity Mutual's interest in the 
personal well-being of each 
individual representative is its 
Agents’ Seminar Program 

— a giant step beyond the 

usual field orientation. 


Each year, groups of new agents 
are brought to the Home Office 
in Philadelphia for a week of 
training and intensive discussion 
on the subjects of most 
importance to the newer agent. 


These seminars play an 
important role in accounting 

for the high calibre, high morale, 
and high degree of success 

of our Field Force. 


Insurance 
Company 
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Monthly List Of Stock Quotations Given 
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Now All the New Social Security Changes 





Up-to-date, 51/”x71/.”, question and 


Social Security Manual for 
Life Underwriters 






Social Security 
Slide-O-Scope 


Now, due to changes in the law, more im- 
information than ever before is 





Below are given the closing bid pric- ms: 6/31/61 
J 30 list of i tock Mission _............ conssuscenscesces 16% rc 
es June on a list of insurance stocks Monumental Life. 731% 
furnished by Cartwright, Valleau & eg Life . wa 
Co., Board of Trade Building, Chicago. National L.&A. 179 ‘ Vice 
i National Old Line 29% 
Comparable quotations are shown for ie i ae the In 
Dec. 30, 1960, and March 31, 1961. Nationwide Corp. _...... 33% recent 
These are not the prices at which the — ee Cas. pW a e Club 
public can purchase or sell such stocks. North Am Life 14% 15. 19- ? 
They simply serve to show relative No. Am. Life & Cas. .. 2 40, 195 _— 
* OFTNeASTEPN urs eeeeeceeeeeee ‘4 ‘4 | e ml 
market action. North Central Co. 9% 156 15% § he. . 
North River... 411% 43% 46% 4 sa 
12/30/60 3/31/61 6/30/61 Northern Ins. 412 2 ' from 
Aetna Casualty ...00.... 96 125 129 bn vi Life 130 - = points: 
Aetna Fire 91% 102 ms a a ta 4 a. in 
Aetna Life 97%2 101% 119% Ow. dentai Life 4% 6% 7134 
Agricultural 31% 29 32% Ohi eee it big - waa 
All-Am. Life & Cas. 8 10% 14% Ohio State Li ees 39 _ = 
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Bankers National Life 22 282 40 Peni mealnr Lite gap seared 37, 47, 4% 
Beneficial Std. Life .... 15% 22% 33% Peoples Life .......... 2954 34% 38 i 
Boston 31%2 35, 35% philadelphia Life 49% 55 75 
B.M.A. 31% 49% 71°  Broonix 83 91 102 y 
Cal. Western States 4412 50% 7 vy, Postal Sona 16 21 23 L 
CII snicstinicicsisnaceanarscicene 32% 34% 38% Protective Life 36 38 48 j 
Central Stand. Life ... 1642 18% 19% proechre 18% 24 22%, | 
Citizens Casualty .......... 8% 10 14 Binge, ek 81 104 140 
Citizens Life 10% = 16% 2k Quaker City Life. 41% 47% 58 
ee - = po Reinsurance Corp. 21% 25 23% Donal 
pans : A Reliance  ......... 535% 66% «63% 
Commonweal 4 — | 2 27 32 32% , 
Conn. General Life ...... 200 208 228 Republic Natl. Life 33% 47 70 ductio 
Continental Am. Life. 42% 46 53 St. Paul F.&M 61 73% T1 d 1 
Continental Assurance _— 120 as SB le aw... 39 42 42 ani 
Continental Casualty 68% 84% 105 Security 55 56 66 amour 
Continental Ins. ............ 5642 59% = 585% Security L.&A. . 33 52 65/2 l 
Corroon & Reynolds ..... 15 17% 16% Sec. Life & Trust ; 41% 52 55 all as] 
param pcan score ienccanstiie suis Po a Southland Life ....... 88 97 113 except 
cecal or ise ate : Southwestern Life 53 15 92 tion, 1 
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; so apologetic about it. I have heard ing in American business and industry 
D | d B Off Fi p ; and seen a good many well-spoken today done by people who know how to 

ond arnes er S ive- oint people try to speak or write like rubes_ write. 

/31/61 F B C 2 —if they felt either that their listener I am for a program that will help 
BY was a rube or wanted them to behave American business men _ understand 
og Prog ram Or etter ommunicating like one. The days of Finley Peter that the use of words has as much to 

136 3 ’ ‘“ ” e 8 - 

, Vice-president Donald F. Barnes of and read better stuff. I remember for- pce nee ei earaeangtiny' a pi targ ¥ srg vehi die ne iad 
48% the Institute of Life Insurance, in a ™mer Secretary of the Treasury George was getting closer to the language of I am for more reading, and appreci- 
ane recent talk at the Miami Advertising Humphrey 4 sarcastic comment about the people are over. ation of good writing, on all our parts 
= Club, offered a practical five-point Hemingway ee ovel, “The Old Man — Good spelling we accept—no one —because we are all communicators 

an program for “making all our prose do and the Sea.” “Why would anybody be consciously misspells a word today in and must know the best means of 
2 the muscular, profit-making job it was ew ry some old man who was @ order to create a greater camaraderie communication. 

4644 designed for.” Following is an excerpt ‘@Uure an aig amounted to any- with his correspondent. Clean, precise [I am for a greater admiration for 
46 from his talk, in which he lists these thing anyway?” While I will sympa- communication we have not yet our language and what it can do to 

102 points: thize with a Tre asury man whose clos- accepted, partly because many of our help us communicate with and under- 

7. 1. Management St preoccupation must be with bal- captains of industry don’t have it. But stand each other. 

29 people should un- 2"¢e sheets, I believe that a closer we may be making a mistake if we try And lastly, I am against those who 
51 dertake to under- Study of the form in which a state- to talk or write on their level. They— communicate, write or talk too long. 
1% stand that the use ment is made as well as the content with their infinite skills in marketing ‘ a 

21 of words has to do of the statement would have helped or finance or engineering—may:- well 

58% with making mon. Him sell his programs to Congress. And be looking to us to shore them up in Two Health Insurance Laws 

25% i its Yeading—of books, newspapers, maga- the area of clear communications. At 
[a : oe — pono oa zines, trade papers—sharpens the least we should consider the possibil- Approved By N.C. Assembly 

» tion. Management, 2Wareness of form. Both the written ity and give it a try. ; RALEIGH, N.C.—Two bills affecting 

“2 as Langley Keyes 294 the spoken language take on In concluding my talk, I would like the health insurance business have 

3 j said in the Har- ™ore meaning. Bob Gasket said in a to set forth a platform of what I am been enacted into law by the North 

2a%, vard Business Re- recent issue of Printer’s Ink, “The for: Carolina general assembly. 

140 view, “is brilliant- pendulum has swung from Elizabeth- I am for simplicity in language and One, SB371, creates a nine-member 

oy ly aware of the 2" days, when every ‘gentleman’ was against special tongues that make board to advise the commissioner on 

63% pyenee*;, Sevens importance of pro- Teduired to be a ‘literary man,’ to the next-door neighbors foreigners to health insurance matters. The other, 

70” duction, marketing, personnel, finance present, when no one is. Let us de- each other. SB242, requires health policies to con- 

71 and research. It invests enormous voutly hope that something happens to I am for businesses and professions tain clearly visible labels urging the 

= amounts of time, effort and treasure in ‘Stop it from keeping on its present di- undertaking to be understood one by policyholder to read his statement of 

65% all aspects of elinh dite. ait aspects Tection, lest it never swing back the other, and not unintelligible to medical history as soon as he gets the 

13 except one: the aspect of communica- oom. ad ince except The Clan. - policy, — a mistake could result 

. tion, which runs like an indispensable Warns Against ‘Enriching’ Language I am for having the important writ- in cancelation. 

a and vital stream through these five ba- 4. All of ‘di a ii la 

za% 1 fonstens Memes % shoo ecutives she Beas operators or toil- 

34 Ya unaware of the importance and poten-. pili ; d = 1d ae . th 

~ tial of communication because execu-_ pes a sae a Adecuoin 

1% 3 tives oun Weare of the mechanics and with new words, abstruse phrases, and 

8515 techniques of the language itself.” Just : ff ; ¢ 

44 let them eliminate written communica- Uiaue constructions which Sagan 

rt tions from their other business func- to battle our coneemnpowerios Levan 

0 tions for 24 hours, and see what would entignien them. The on nawnge 

2 happen to the entire industrial and ahwage: hes — ep stage ce 

8 commercial operation. to grow. But it has grown gradually 

38% ¢ , and naturally, like a tree. There are 

o% 2. As a corollary to the first point, precious few Luther Burbanks in the 

executives might well listen to the business world who can graft new 
persuasive and motivating values of words onto the tree of language and 
good, direct language as opposed to have them mean something signifi- 
bad, discursive words. Some of our cant. I’d like to see us use the words 
great grammarians, chief among them we have with more directness and pre- 

et Bergen Evans, have reduced the lan- cision. The elegance of what George 

-al guage merely to the point of intelli- Orwell in “1984” called “newspeak” 

“. gibility, and have quoted Socrates’ has always eluded me. Newspeak ul- 

nd dictum, “Agree with me if I seem to timately bred “doublethink,” which 

rs speak the truth.” But the unadorned Orwell defined as “the power of hold- 

te truth is often not enough. Communica- jing two contradictory beliefs in one’s 

rt tion must cause understanding— mind simultaneously, and accepting 

on agreed—but it must also motivate, it both of them.” I hope that we have at 

must also create, it must also express. least 23 years to go before we are 
ce In other words, all of us must listen to forced into this kind of sophistry. 

Ww how a thing is said as closely as we do , : 

to what is said. The former may make Shaniin't Be Ansienete 
all the difference in written communi- 5. Finally, I believe that those of us 
‘k cation. who look upon langage as a friend, if 
3. Business men should read more, not as an employer, should stop being 
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HteNATIONAL UNDERWRITER 


Home Office Changes 


Northwestern Mutual Life 


Keith J. Carey and John M. Hazlitt 
Jr. have been appointed assistant su- 
perintendents of agencies. 

Mr. Carey joined the company in 
1952 as a part-time agent while at- 
tending school in Springfield, O. In 
1953 he became a full-time agent at 
Fort Wayne, Ind. He has been at the 


ses 








PAN-AMERICAN LIFE 


+— 








home office since 1959 as agency de- 
partment assistant. 

Mr. Hazlitt joined Northwestern Mu- 
tual in 1958 at Greeley, Colo., and was 
named district agent there in 1959. 


Pilot Life 


W. B. Clement, vice-president, and 
W. M. Adams, director of training, 




















have retired. Mr. Clement has been 
with Pilot Life for over 45 years and 
Mr. Adams for 23 years. 


Occidental Of California 
Roland L. Elliott has been appointed 
advertising assistant. He was graduated 
last month from UCLA. 


New York Life 
Wilson M. Underwood, vice-presi- 
dent, has been placed in charge of the 
investment department to succeed Ev- 
erett G. Judson, who has resigned to 
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become a vice-president in the under- 
writing department of First Boston 
Corp. 


J. Harris Ward has been elected a _ 


director. He is president of Common- 
wealth Edison Co. of Chicago. 


Colonial Life 
Claude J. Tal- 


perintendent of 


He has been with 





Newark CLU 

chapter, a member 
© of the Newark 
chapter liaison committee of Life Un- 
derwriters Training Council, and com- 
pany representative in the New York 
Area Training Directors Assn. Mr. 
Talbot is a former director of Newark 
Life Underwriters Assn. and of Estate 
Planning Council of northern New 
Jersey. 

Wilbur B. Mace has been promoted 
from auditor in the underwriting de- 
partment to manager of the premium 
accounting department, Donald J. 
McGuirk from assistant manager of 
the premium accounting department 
to internal auditor, and John J. Leon- 
ard from supervisor in the premium 
accounting department to assistant 
manager there. 

James P. Marakas has been named 
director of training in the ordinary 
agency department to succeed Claude 
J. Talbot, who has been promoted to 
director of pension and estate sales. 
Mr. Marakas had been sales director 
at Detroit for New England Life and 
was formerly an agent there for that 
company. He entered the business at 
Detroit with Michigan Mutual Liabil- 
ity and was later promoted to super- 
visor of personal injury claims. 


Claude J. Talbot 


John Hancock 


Robert P. Kel- 
sey, vice-president 
in charge of adver- 
tising and public 
relations, has re- 
tired after 17 years 
with the company. 
He started as an 
executive assistant 
and was named as- 
sistant to the pres- 
ident in 1946, 2nd 
vice-president in 
1948, and vice- 
president in 1950. 


Home Life Of New York 
Ben G. Wright has been elected a 
director. He is president of This Week, 
the Sunday newspaper supplement. 
Thomas E. Quinlan, assistant coun- 
sel, has been named associate counsel. 


Variable Annuity Life 


Larry D. Gilbertson has been ap- 
pointed vice-president and _ general 
counsel. He had been assistant vice- 
president of New York Life and before 
that was general counsel of the Small 
Business Administration; 


Kansas City Life 
Gordon Hancock has replaced Wil- 
liam G. Dibos as supervisor of the 
policyholders’ service department. Mr. 
Dibos joins the field training division. 
Mr. Hancock joined the company in 


Rcbert P. Kelsey 


1941 when it purchased the old Mid- 


bot, assistant su- © 
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land Life which he had been with 
since 1925. 


Bankers Life Of la. 


Six promotions and changes in as- 
signment among officers have been 
made—three in the ordinary sales de- 
partment and three in the investment 
department. 

Merwyn D. Cramer was 


named 





V. T. Watson Merwyn D. Cramer 


2nd vice-president and director of ag- 
encies, R. E. Franquemont was named 
director—multiple underwriting plans 
and J. T. Watson was named sales pro- 
motion manager. In the investment 
department Howard F. Dean was 
named vice-president and treasurer 
and Harvey E. Handford and E. E. Mc- 
Anelly were named 2nd _ vice-presi- 
dents. 

Mr. Cramer joined Bankers Life or- 
iginally in Lincoln, Neb., in 1925 while 
still in school. He worked in the com- 





v 
Harvey E. Handford 
pany’s Lincoln and Kansas City, Mo., 
agencies, waS named agency manager 
at Los Angeles, and went to the home 
office in 1959. Mr. Franquemont joined 
the company on a full-time basis in 
1938, also having worked part-time 
while in school. He became an officer 
in 1959. Mr. Watson joined the compa- 
ny in 1946. He became an officer in 
1958. 

Mr. Dean joined the company in 
1934 and became assistant secretary 





E. E. McAnelly 


Howard F. Dean 


R. E. Franquemont 


in 1944, financial secretary in 1948, 
2nd vice-president in 1956 and vice- 
president, securities in 1959. Mr. Hand- 
ford joined the company in 1928. He 
was named investment supervisor 
in 1938, manager of city loans in 1941, 
became an officer in 1944 and was 
elected treasurer in 1956. Mr. McAnelly 
joined Bankers Life in 1948 as chief 
farm appraiser and became an officer 
the following year when he was elected 
manager of farm loans. He was named 
assistant vice-president in 1956. 


Equitable Society 


Caesar Branchini has been appoint- 
ed health education associate in the 
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bureau of health education. He had 
been executive assistant to the health 
officer of the Benton-Franklin district 
health department at Pasco, Wash. 


Monumental Life _ 


Victor L. Grigal has been named 
superintendent of general agencies. He 
had been manager, and before that 
assistant superintendent of agencies of 
State Mutual Life. He is a CLU. 


Provident Mutual Life 


Craig A. Turner, assistant manager 
of the accounting department, has re- 
tired after 42 years with the company. 


Tennessee Life 
Vice-presidents John Benson and 
William W. Cramer have been pro- 
moted to senior vice-presidents. Jack 


William W. Cramer John Benson 


T. Campbell has been appointed vice- 
president and Wilton A. Roper Jr., 
vice-president and director of group 
operations. Messrs. Benson and Camp- 
bell have had experience in the in- 
surance department of the insurer’s 
parent, Tennessee Gas Transmission 
Co., Mr. Campbell having joined Ten- 
nessee Life last year as head of the 
fire and casualty department. Mr. Ro- 
per has been group department mana- 
ger. 


FARMERS NEW WORLD LIFE has 
named Owen F. McCusker vice-presi- 
dent and general manager. He joined 
the company in 1957 at the home of- 
fice as a life sales supervisor, later 
becoming life conservation manager. 





In other changes Howard M. Olsen, 
vice-president and secretary, will head 
a new insurance services division. J. T. 
Dillhoff, assistant secretary, has been 
named manager of underwriting and 
policy issue; Edward A. Terhar has 
been appointed assistant vice-president 
in charge of offices services, supply and 
personnel administration; and Hartley 
E. Bishop, chief auditor, has been 
named assistant treasurer. 


Mutual Of New York 
Warren E. Blankley has been pro- 
moted from survey specialist on the 


15 


public relations staff to assistant di- 
rector for opinion research. 


VOLUNTEER STATE LIFE—H. 
Maxwell Shoemaker, chief underwrit- 
er since 1939, has retired after 48 
years with the company. He has be- 
come an agent, operating out of the 
home office. . 


SOUTHWEST INDEMNITY & LIFE 
of Dallas has promoted John D. Saint 
Jr. from 2nd vice-president in the 
reinsurance division to vice-president. 
He has also been with Provident L.&A. 
and American General Life. 





This Policy is Non-Cancellable by 
without Increase in Premium to 
the Consent of the Company, 


A Stock Company 


during which time 


Incorporated Under the Laws of Massachuse! 





NON-CANCELLABLE AND GUAR. rapt 
a it shal have the gh aye te gat wnt te comet of the 


Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 


the Company and Guaranteed Renewable 
Age Sixty-five of the Insured and, with 
is Renewable Beyond Age Sixty-five. 


g@ LOYAL PROTECTIVE LIFE 


INSURANCE COMP 
BOSTON, MASSACHUSETTS 


ANY 


tts 










AGE SIXTY-FIVE 


5 suum due date next following age sixty-Gve 
until the prem 4 


ANTEED RENEWABLE TO 







the date due or within the grace pesiod provided: « 








PERSONAL 





PROTECTION|| =*bension program provides openings for qualified General Agents in selected areas. 


Loyal Protective Lire INSURANCE COMPANY 
BOSTON 






15, MASSACHUSETTS 











OPPORTUNITIES COME IN ALL SIZES! There’s one to fit 


every ambition when you know which drawer to open. 


For example, if you possess both ambition and.ability (you’re 
ready to build your own agency and you produce $10,000 
annually in life premiums), you won't be satisfied with the 
garden variety of opportunities. You'll look in the Top Drawer 
under JEFFERSON NATIONAL... 

... the company that offers the Master Money Builder, Pass- 
book Savings, and many other great Par and Non-Par plans; 
PLUS the finest Non-Can A & S, a highly competitive Group 


portfolio; PLUS Top Commissions, Bonuses, Office Expense 


more! 


E. KIRK McKINNEY, JR. 


President 





Allowances, Vested Lifetime Renewals, Pension Plans, the 
best Home Office support you have ever experienced ... and 


Open the Top Drawer! Wire or write: 


JEFFERSON NATIONAL 
lola 


INDIANAPOLIS 4, INDIANA 








“TOP DRAWER” 
OPPORTUNITIES IN: 


Arizona — Florida — Illinois 
Indiana — lowa — Kentucky 
Maryland — Michigan 
Minnesota — Missouri 
Ohio — Pennsylvania 
Tennessee — Virginia 
West Virginia 
Washington, D.C, 











16 


HteNATIONAL UNDERWRITER 


Changes In The Field 


Equitable Society 

William F. Pierce, who has headed 
a district headquarters at Huntington, 
N. Y., has been named manager of a 
new agency there. The new agency is 
formed from part of the Babylon agen- 
cy, formerly managed by Edward J. 
Skou, who recently was named a field 
vice-president. Louis C. Bischoff, as- 


sistant manager at Babylon, succeeds 
Mr. Skou. 

Ralph C. Grimes, manager at Lub- 
bock, Tex., has been appointed mana- 
ger at Seattle, to succeed Richard W. 
Berlin, who has been named unit man- 


Pacific Mutual Life 


B. H. Robinson, a group representa- 
tive at Portland since 1957, has been 
named manager of the group office 
there. 

James L. Tuttle has been named an 
assistant supervisor at Bakersfield, 
Cal. Mr. Tuttle, who assumes his new 
job after completing an intensive man- 
agement development seminar at Paci- 
fic Mutual’s home office, will help 


ager in the Heuer agency at Los An- direct a program of expanded insur- 
geles. Frank F. Fata, district manager ance services to Bakersfield area resi- 


at Amarillo, Tex., succeeds Mr. Grimes. 


dents. 














EQUALS GROWTH 


Mention in a group of people that you have a pain in your side, and 
you will frequently be deluged with diagnoses. Articles on medical 
science appear frequently in lay publications. Private citizens some- 
times seem to know more about what’s wrong with you than your 
own doctor. 

The day may also be coming when private citizens seem to know 
more about life insurance than you do. Informative articles on life 
insurance are much in evidence. Businessmen hear about life 
insurance from their lawyers, accountants, and bankers. 


This is all to the good for agents who know their business and have 
kept up with developments through on-going study. In general, the 
more a client knows about life insurance, the more he appreciates 
its unique values—and the more likely he is to buy. 


This new-found knowledge of life insurance is not so good, however, 
for the agent who has not kept on learning. His prospects may not 
just seem to know more than he does. They may actually have 
outgrown him. 


General American Life provides for its fieldmen comprehensive, 
on-going training, climaxed with the Chartered Life Underwriter 
program. The company encourages its career men to qualify for the 
coveted CLU designation. 


In life insurance ...as in other businesses ... more learning does 
not necessarily mean more earning. But it does mean a better chance 
for claiming both the tangible and intangible rewards that are the 


heritage of the conscientious, professional life underwriter. 


A statement of philosophy and practice of 


GENERAL AMERICAN LIFE. 


INS URANC-E COMPANY ST. 


Louis 
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Jerome H. Burgherr has been named 
a claims man at Cincinnati. Most re- 
cently active in the company’s Cleve- 
land claims office, Mr. Burgherr joined 
Pacific Mutual in 1958. 


Modern Woodmen 


Gerald L. Lowe © 


has been appointed 
agency manager 


men, succeeding 
Jack L. Bunnell, 
who was named 
manager of the 
Colorado and 
southeastern Wy- 
oming territory. 

Mr. Lowe has 
been a district 
manager with the 
fraternal since 1957. 

Robert C. Gottenborg has been ap- 
pointed assistant state manager of 
Michigan. Mr. Gottenborg has been 
with Modern Woodmen since 1957, 
serving in the capacity of district 
manager. 


Northwestern Mutoal Life 

Winfred L. Jacobsen, general agent 
at Belleville, Ill., has retired. Mr. 
Jacobsen joined the company in 1926 
at Sheffield, Ill, and in 1943 was 
named district agent at Princeton, III. 
In 1944 he was appointed general 
agent at Belleville. 


Great American Reserve 
The company has opened its first 
branch in Arizona and named Sidney 
McKinnon manager. Formerly he was 
manager of the company’s east Texas 
agency at Tyler. 


Prudential 


Joel C. Lee has been named manager 
of the Henderson agency of San Fran- 
cisco, replacing Clifford Henderson, 
who has retired. Mr. Lee has been 
associate manager. 

Seymour Collins, agency assistant of 





Gerald L. Lowe 





Conventions 


July 27-29, National Assn. of Life Companies, 
annual, Sheraton-Charles Hotel, New Orleans. 

July 30-Aug. 5, CLU institute, University of 
Wisconsin: Madison. 

Aug. 13-19, = institute, University of Colo- 
rado, Boulder. 

Aug. 21-23, International Federation of Com- 
mercial ‘Travelers Insurance ee 
annual, La Fonda Hotel, Santa F 

Aug. 28-Sept. 1, National al Assn,. 
-— Sheratcn-Park Hotel, Washington, 


Sept. 17-20, International Claim Assn., annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 

Sept. 20-22, Life Insurance Advertisers Assn., 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept. 24-29, National Assn. of Life Under- 
writers, annual, Denver Hilton Hotel, Den- 
ver. 

Sept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 

Sept. 25-27, Life Office Management Assn., 
annual, Shoreham Hotel, Washington, D. C. 
Sept. 25-27, National Fraternal Congress, annual 

Netherland Hilton Hotel, Cincinnati. 

Oct. 9-10, Conference of Actuarials In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 

Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 
Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton : ‘Hotel, Philadel- 

phia 

Nov. 6-9, Life Insurance Agency Management 
Assn., ‘annual, Edgewater Beach Hotel, Chi- 
cago. 

Nov. 13-15, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, W. "Va. 
Dec. 4-8, National Assn. of Insurance Com- 
missioners, regular meeting, Baker & Adol- 

phus Hotels, Dallas. 

Dec. 11-12, Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 
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the Lipsey agency, Chicago, has been 
named division manager there. 


Hamilton Life 


Joseph F. Laden 
has been appointed 
general agent at 
Albany. He was 
staff manager for 
Prudential for 6 
years and was 
with the company 
for a total of 10 
years. 





Joseph F. Laden 
United States Life 


The Kassan-DuBow agency has 
been appointed general agent at 
Franklin Square, N.Y. David Kassan 
has been manager of the Maccabees, 





al * 


Harold DuBow David Kassan 


for which the agency has been general 
agent, and before that he was with 
Metropolitan Life. Harold L. DuBow 
joined the agency in 1957 and prior to 
that was with New York Life. 





Morten Eriksen Trygve Eriksen 


The Eriksen & Eriksen agency, a 
general lines agency, has been named 
general agent at Bayshore, N.Y. Mor- 
ten Eriksen was with Prudential until 
helping to form the agency in 1960. 


Illinois Mutual L.&C. 
New regional superintendents are 
Robert A. Kumpf for northern Illinois 
and Rolland E. Walsh for Michigan. 





Rolland E. Walsh 


Mr. Kumpf has been Detroit manager 
of New England Life, and Mr. Walsh 
was a division manager at Detroit of 
Prudential. 


Robert A. Kumpf 


Connecticut General 


Lloyd W. Thompson, who has been 
with the Tampa agency since 1959, has 
been appointed manager there to suc- 
ceed M. Wayne Fuller, who has re- 
signed. 


Midland Mutual 


S. L. Brannock has been appointed 


LIFE INSURANCE EDITION 


general agent at Kalamazoo. His agen- 
cy will represent the company in 
seven Michigan counties. Mr. Brannock 
has been with Prudential for 12 years, 
first as an agent and later as staff 
manager. 


Protective Life Of Ala. 

K. E. Bailey Jr. and John R. Hol- 
brook have been named managers of 
new general agencies at Shreveport, 
La., and Canton, Ga. Mr. Bailey, who 
is a CLU, had been vice-president and 
agency director of Lee National Life. 


Mr. Holbrook had been with American 
Investment Life. 


Hartford Life 


David C. Muzzall has been appointed 
manager at Grand Rapids, where he 
had been district manager of Equitable 
Society and, before that, general agent 
of Union Mutual Life. He is a CLU. 


National Life Of Vermont 
Nathaniel Huggins III, of the Rich 
agency in New York, has been appoint- 
ted manager of the agency’s new plan- 
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ning department. Before joining Na- 
tional Life he was with New York Life. 


Lutheran Mutual 
Lawrence E. Hunze has been pro- 
moted to general agent at Bismarck, 
N. C. Mr. Hunze has been a district 
agent at Huron, S. D.,:since joining in 
1957. 


PILGRIM NATIONAL LIFE—Vitus 
Kern, Illinois manager, has been ap- 
pointed regional manager of Indiana 
and has moved to that state. 





A Salute to our National Quality Award KEYMEN 


These one hundred proud Keymen agents listed here earned the National 
These men and women join the many Kansas 


City Life Agents who have held this distinguished honor since the incep- 
tion of the award in 1943. 


Quality Award for 1960. 
































Agent City No. of Agent City No. of 
Years Years 
Zeb A. Moore...........2....---. Amarillo. Texas .........00 siete Leonard M. Sproul............. Salt Lake City, Utah .............. 8 
H. M. Alton....................... Phoenix, Arizona ..........-secccoss 16 Ray P. Cornelius............... Kansas City, Kansas .............. 7 
M. Jack Long.................-+. Long Beach California ..........16 S. Bryan Dickson............. San Angelo, Texas ..............-« 7 
Louis Matusoff................. Dayton, Ohio 16 C. E. Evans Lawton, Oklahoma .................. 7 
Bert R. Reed................... .<Oklahoma City, Oklahoma ...... 16 Harold S. Fennema........... Kansas City, Kansas .............. 7 
T. Guy Spencer..............2.. ...Oklahoma City, Oklahoma ...... 16 Paul E. Shirk................... Columbus, Ohio ................00 7 
Clyde H. Thornton.............Ponca City, Oklahoma ............ 16 a us 
C. R. Anderson........4....-..0 Kansas City, Missouri ............ John A. Utz. a, Pennsylvania .......... 7 
Ben Epstein....................Houston, Texas .................-+-- Bryan Waid Oklahoma ................ 7 
Stanley M. Hall an, Wyoming ................ 7 
poe Missouri ........ 7 


Dan G. Jackson...........:.--.. 
Lester L. Shaw.......... 





























errr 



























John E. Weis............ 5 

Jack B. Williams......... wel 

Ray Lowry.............-20.--.--28 

Max Silberg....................2.. 

Frank t. Steger................. Phoenix, Ar 

D. L. Stitt...........4225.....9 Oklahoma City, Oklahoma ..<..14  —‘ William T. Setchfieid._...Las Animas, Colorado ............ 

Horace R. Allison.............Carthage, Te: Little Rock, ‘Arkansas ie asascoees 4 

J. D. Caulfield...........4... Salt Lake City, Utah ....4......13 ~—_- John T. Billingsley............Lockwood, Missouri -............... 

C. Ted Jones..............-..-.. Spokane, Washington’.:........13 -—«* Fred E. Colwell._.............Lamsing, Michigan ................ 

H. N. mm Geliscareninnencnni 

Tyler Weltmer..............2-... mah 

B. C. Altman...................2. 

David H. Bridges............... Okiahoras Cit 

Kenneth M. Colston........... Kansas City, Mis 

M. Wesley Douglas........... Phoenix, Arizc 

Charles F. Fox........:..23--.--. Charleston, West ' 

Masuji Fujii...............2... Oakland, Californ - . 

M. R. Smith, Jr... Belton, Missouri ......2%........... 13 ee omer E. AMarett.. _...Eldorado Brings, Missouri ... 

Mrs. Mary F. Dalton... Seattle, Washing aay AlN ad ‘Becker... = Houston, Texas ...........-....-.---- 2 

O. E. Durham..................... Okeene,. Oklahon . Kansas City, Missouri ............ 2 

Hedwig L. Eichenberg.......Kansas City, Missouri ...........11. Edward L.-Duplantier......New Orleans, Louisiana ........ 2 

Edmund G. Grant............. Columbia, Soi ’ ccetown, Cae 2 

W. L. McPherrin................. Kansas City, ¢...Mitchell, South Dakota .......... 2 

Edward H. Stephens Salifor Oklahoma City, Oklahoma ...... 2 

Eugene G. Hansen............. t Lake City, Utah ............ 2 

John A. Hertvik “Chicago, Illinois .................... 2 

Philip A. Hoche -Liberal, Kansas ................-..+0 2 

Earl A. Jackson eS Broomfield, Colorado ............ 2 

Grady S. McCarter, Jr........ Shreveport, Louisiat Robeyt é Stinson............. Kansas City, Missouri ............ 2 

J. C. Moore Jackson, Mississippi ......- Stanley H. Wassev............. Coral Gables, Florida ............ 2 

Kenneth E. Anderson......... Sterling, Colorado Okemos, Michigan iceeseiag = 

Frank Bertram...............-.-: Bloomington, UlinOis .......02 99 eNorman O. Chaney...........Cassville, Missouri .............. 1 

Oe i cilecedant aid Kansas City, Missouri ..:-: 5 E. Doyle, 5 North Platte, Nebraska ......... will 

Thomas W. Wheelev......... Oklahoma City, Oklahoma Columbus, Ohio ..............--.0 1 

Fred L. Wright................. Kansas City, Kansas .............. 9 Donnan R. Harrison, Jr......Eldon, Missouri ..............-----+. ai 

Edwin E. Brown................. Cincinnati, Ohio .................... 8 Maynard W. Helms........... Oklahoma City, Oklahoma ...... 1 

Be C.. Catteni c in .0scccsscc:.. Portland, Oregon ..............-sc--- 8 Vernon L. Holm............... Chicago, IIlinois ................0. 1 

Martin W. Snyder............. Richmond, Indiana ............... 8 Jarrald A. Jamison.......... Arvada, Colorado .......cc000 2 

. TTY LURR 'Someany 

KANS IRR ‘Company 








Home Office / Broadway at Armour / Kansas City, Missouri Represented in 41 States and the District of Columbia 
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Tactful Wording, Estate Needs Emphasized 


(CONTINUED FROM PAGE 6) 
question and probably, not knowing 
the number of policies he has, will 
voluntarily tell the agent the amount 
of insurance he is carrying. 

When the prospect proudly tells the 
agent about his life insurance program, 
how good it is and how it has been 
arranged for him, it would be very 
tactless of the agent to tell him what 
is wrong with it. It’s better to say, 
said Mr. Auslander, “That’s a good 


idea but may I make this suggestion?” 
If the prospect fails to understand the 
suggestion, the agent had better not 
say, “You misunderstood me,” as that 
would create a bad impression. Better 
to say, “I believe I did not make my- 
self quite clear.” 

After the prospect tells how pleased 
he is with the audit that was previous- 
ly made for him, the agent, instead of 
trying to pick it apart, might say, 
“That is fine. I am glad that you are 


perfectly satisfied. However, may I 
ask you a question or two? Are your 
policies lapse proof? In what way 
have your policies been coordinated? 
Are your policies payable in one sum 
to your wife, and if your wife is not 
living at the time of your death, to 
whom will they be payable? And, Mr. 
Smith, your income is paid to you 
at what age? Do you know how many 
dollars in premiums you are paying to 
the life insurance companies each year 
for insurance from which your wife 
will never receive any benefit?” 

Ben Feldman of East Liverpool, O., 


SPECIAL 





REPORT 





FROM 





CHICAGO: 


FOR LIFE « ACCIDENT 
AND HEALTH 
INSURANCE 








Since 1886 . . . three-quarters of a century of 
growth and progress . . . North American has 
attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


1886 


Since 





THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT.AND HEALTH INSURANCE 
209 S. LASALLE STREET + CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 


: a 
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who has led New York Life the last 
six years, paying for $20,017,550 last 
year on 219 cases, described his me- 
thods. 

One of Mr. Feldman’s approaches is: 
“would you like to insure one year’s 
profits? Your key men make profits. 
Lose them and you lose money. In- 
sure them and you protect your com- 
pany. The mechanics are_ simple. 
Your company simply sets up a special 
account and puts $200 a month in it. 
My company sets up a special account 
and puts $100,000 in it. Should some- 
thing happen to one of your key men 
tomorrow, next week, next year, we 
simply trade accounts. You take mine, 
I’ll take yours, and my account will 
always be worth more than your ac- 
count. Mr. Prospect, let me come back 
next week and I’ll have something 
put together for you to see.” 

If the information obtained in this 
interview indicates, for example, an 
estate problem, Mr. Feldman may say 
on the next interview. “It seems, Mr. 
Prospect, as though you have an es- 
tate made up of frozen assets. May I 
show you something? Look what hap- 
pens to an estate. Quite often when a 
man falls apart, his estate falls apart. 
Not because he did something wrong. 
He didn’t do anything wrong. He just 
didn’t do anything—and that’s what’s 
wrong. 


Owed Only $500 


“Look at these figures—and these 
are actual cases—men who lived, 
worked, spent their whole lives build- 
ing up their estates, and look what 
happened to them! They didn’t owe any 
money. The day before this man died, 
all the money he owed in the world 
was only $500. But look the day after 
he died: He owed over $170,000. And 
this case was no exception. Look at the 
others. The story is the same. 

“The need for cash becomes trem- 
endous ‘but there is no cash. They 
have everything except cash—and yet 
the only thing Uncle Sam wants is 
cash. He wants it first, and he wants 
it fast. Is there any reason why Uncle 
Sam will treat your estate any dif- 
ferently than he did all the others? 

“Now let’s take a look at your es- 
tate: On the premise that you’re worth 
about $500,000, your tax bill will cost 
you $90,000 payable in cash.” 

After giving the prospect the break- 
down of the tax requirement, including 
the increased amount if the marital 
deduction is lost, Mr. Feldman tells his 
prospect: “The key to this whole thing 
is you. Today you have a choice. To- 
morrow you may not. Your tax must 
be paid. If you can qualify, I’ll pay 
your tax. If not, then you’ve waited too 
long. I have enough information to 
set up the mechanics. Let’s find out if 
we can get approval.” 


Top Banker Of Neb. Rookies Meet 

Sixteen top first-year agents of 
Bankers of Nebraska attended a three- 
day seminar at the home office. Along 
with all-expense trips to Lincoln, the 
agents earned membership in the Pres- 
idents Club. To qualify, the agents 
produced at least $300,000 on 30 lives 
during their first year in the business. 


a Service Guide» 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 











30 N. LaSalle St Chicago 2, Ill. 
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RECOGNIZED VALUE 


More than 10% of all 
new business written by 


lowa State Travelers 
in 1960 was issued to 
men in the Insurance 
Industry. 





Since 1880 — 
Accident Insurance at 
Low Cost 





MUTUAL ASSOCIATION 


DutTron STAHL, President 
DES MOINES 











ACTUARIES « 




















BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 


RICHMOND 
PORTLAND 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 


Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 
ST. LOUIS KANSAS CITY 













COMPANY 


INCORPORATED 


THE 
HOWARD E. 





Consulting Actuaries 
2859 N. MERIDIAN ST. » INDIANAPOLIS 7, IND. 
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Pacific Actuaries 
Discuss Expenses, 
Group, Replacement 


(CONTINUED FROM PAGE 8) 

and rate setting for the basic hospital- 
surgical plans and major medical 
plans. Discussing the problems were 
Miss J. W. Beers, Occidental of Ca- 
lifornia, A. W. Brosseau, New York 
Life, L. Mitchell, Occidental of Cali- 
fornia, J. B. MacDonald, Crown Life, 
and Messrs. Neuschwander and Cun- 
ningham. It was felt that there are 
definite variations in medical expenses 
by both age and area. It should be 
noted that although claim costs for 
most medical benefits increase by age, 
the addition of a pregnancy benefit 
to the plan tends to stabilize the over- 
all cost. 

Small group cases could be written 
satisfactorily if expenses and anti- 
selection were kept to a minimum. 
The requirement of life insurance 
helps. Even so, claim costs will range 
to about 110% to 140% above those 
of the larger groups. 

Policy Change Discussed 

The subject of policy change and 
replacement was discussed by A. Mar- 
shall, West Coast Life, G. E. Morse, 
Northern Life, E. G. Brown, South- 
western Life, P. Streatfield, Bene- 
ficial Standard, C. Wain, Prudential, 
and W. D. Bishop, Pacific Mutual. 
It was felt that stringent reviews of 
replaced policies and possible commis- 
sion adjustment are necessary in 
order to limit unnecessary replace- 
ments. Basic principles upon which 
most of the speakers agreed were those 
recently expressed by J. Harry Wood, 
president, Home Life of New York: 
Treat all policyholders fairly, old and 
new; give a fair chance to other com- 
panies and agents; pay no commis- 
sion on own company replacements; 
issue riders instead of making the 
policyholder buy a new policy, wher- 
ever possible; make agents realize 
their responsibilities, and engage in 
no practice which, in the aggregate, 
would hurt the industry. 

The next meeting of the club 
will be at the Del Monte Lodge, 
Pebble Beach, Cal., Nov. 2-3. 


Equitable Of Iowa Has 


New 1-Year Term Provision 
Equitable Life of Iowa has a new 

one year term insurance provision de- 

signed primarily for use in connection 


“with “level-benefit” split-dollar plans. 


Under this provision, dividends are 
left to accumulate at interest and a 
portion of this accumulation is auto- 
matically withdrawn each year to pro- 
vide one-year term insurance in an 
amount equal to the year-end cash 
value. Thus the death benefit to the 
insured’s beneficiary is maintained 
at a level amount. 

This provision is available to both 
standard and substandard risks, and 
may be added to existing contracts. 


Fraternal’'s May Business Up 18% 

Sales of Lutheran Brotherhood in 
May amounted to $21,570,561, an in- 
crease of 18%. New business during 
the first five months was $98,250,499, 
up 6.9%. The Thompson agency of 
Beatrice, Neb., is the leading agency 
for the year, and Herbert F. Steigler, 
Wilmington, Del., is the top individual 
producer. Frank C. Jellison of the 
Hamann agency, Portland, Ore., paces 
the field force on the basis of premium. 





When you 


WEIGH the ~ 
ADVANTAGES 


you’ll want to move ahead with us! 


With Ohio State Life you get complete coverage . . . Life — Par 
and Non-Par ... A &S and Hospitalization . . . Group. Add the 
highest lifetime service fee in the business for the career under- 
writer... fully vested renewals for 9 years . . . top Ist year com- 
missions on par and non-par policies . . . agency office allowance 

. non-contributory pension plan . . . operating capital for new 
agents. Write today for complete details on these and other 
advantages. 


FRANK L. BARNES, 
President 
HOWARD W. KRAFT, V. P. 
& Director of Agencies 


THE QHIO STATE LIFE 
i 


PEACMAAWNCE Ot pEdrt “ 


COLUMBUS 15, OHIO “ 
LIFE © ACCIDENT & HEALTH © GROUP 





Licensed in: Ala., Ariz., Calif., Del., D. C., Fla, Ga. Ill., Ind., lowa, Ky., Md., Mich., 
Minn., Mo., No. Car., Ohio, Pa., Texas, Va., and W, Va. 








How objective is your perspective? 












Are you considering 





the acquisition 






of a fire and 





casualty company? 












































On May 3ist,, the New York Court of Appeals reached an epoch-making decision 
granting out-of-state insurers the right to acquire controlling interest in fire and 
casualty companies. Understandably, progressive life companies will be seeking to 
diversify their operations to include fire and casualty lines. 


Frank Lang & Associates, Inc. is a national consulting firm devoting its services 
solely to the insurance business, with clients in both the life, fire and casualty 
branches. We have had considerable experience in locating companies ideally suited 
to another company’s structure and method of operation, and in initiating and con- 
summating affiliations and mergers. 


By acting as an impartial intermediary, the firm is able to objectively evaluate 
not only the financial structure of companies under consideration, but also the capa- 
bilities of their staff, market potentials, operating practices, etc. Once a merger is 
effected, we further assist our clients to assure a smooth transition to integrated 
operations. Informal meetings can be arranged without obligation. 


\ 
FRANK LANG & ASSOCIATES, INC. 


Consultants in Marketing and Management 
for the Insurance Business 


FRANK Lc ASO INC 





521 FIFTH AVENUE, NEW YORK 17; OXFORD 7-4044 e ONE NORTH LA SALLE ST., CHICAGO 2; FRANKLIN 2-2795 
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Burgess Gives Key To 


(CONTINUED FROM PAGE 9) 
tions and, if at all possible, resolve the 
situation without any further publicity 
or action by the board itself. Flagrant 
or repeated violations should be dealt 
with severely. 
Offender Should Be Warned 

In all cases that go before the 
board the accused should be told that 
pending or disciplinary action will be 
reported to his company president, the 
insurance department and interested 
inspection agencies such as Retail 
Credit, Hooper-Holmes, etc. Incident- 
ally, these deterrents should only be 
used after all other educational proc- 
esses have failed and, even then, only 
in a fair and judicious manner. 

As an agent, I hate to endorse, to 
say nothing of recommending, the a- 
doption of an idea which would elim- 
inate commissions to salesmen. I be- 
lieve the time has come, however, that 
all life companies should deny or re- 
verse commissions in the following 
situations: 

1. Where the replacing agent fails 
to list replaced life insurance in the 
application. 

2. Where the replacing agent ans- 
wers “no” to the replacement ques- 
tion and evidence to the contrary, 


HeNATIONAL UNDERWRITER 


Replacement Problem 


such as proposals, etc., indicate other- 
wise. 

3. Where the replacing agent fails 
to notify the issuing company of the 
facts of the sale and/or fails to fur- 
nish copies of all sales material. 

4. Where the issuing company is not 
notified that present policies are being 
modified or that the cash value of ex- 
isting insurance is being utilized to 
pay premiums on the new or old in- 
surance. 


Would Be Prima Facie Evidence 


Failure of the agent to furnish the 
issuing company any of the above 
information should be considered 
prima facie evidence of intent to re- 
place and thus warrant a complete 
charge-back of commissions to the 
agent and general agent or manager. 
All companies should also require 
more complete information from their 
inspection agencies about insurance 
applied for in the past and about cur- 
rent replacement. Before issuing addi- 
tional insurance, the agent should be 
asked to clarify any discrepancy be- 
tween present insurance reported in 
the application and that shown in the 
inspection report. 

This method of voluntary compli- 





INCREASE 
SALES . 


WITH 


ALL-LINES 
SELLING 


Monarch men now have 

the facilities—and the ne- 
cessary training—to provide 
complete insurance protection for 


both personal and business accounts. 


Monarch’s quality all-lines facilities—Non-cancellable Health 
and Accident, Life, Group, Property and Casualty— increase 
sales opportunities. And Monarch’s 
all-lines training increases sales 
effectiveness. 
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Monarch’s 


ance might, on the surface, seem 
severe, however I sincerely feel that 
it can be just as effective and cer- 
tainly more desirable than new depart- 
mental regulations or legislation. 
Proof that it will work is provided by 
my own personal experience over the 
past year, where, without exception, 
home offices have indicated they 
would not have issued, or that issue 
would have been doubtful, had they 
had all the facts currently known. 

The problems of replacement and 
questionable selling practices are the 
responsibility of the life insurance 
companies. Leading individuals in the 
business, including insurance depart- 
ment representatives, have pointed 
out that the companies can solve these 
problems if they but tried. 

The companies must sooner or 
later decide the rules of the game on 
replacement and_ associated selling 
activities, and they must face up to 
the fact that what is best for the 
policyholder, in the long run, is apt to 
be best for this great business of ours. 
How unfortunate it would be to have 
the decision made by others outside 
the business in the name of protecting 
the insuring public. 


Centralia Mutual's Life Portfolio 
Is Acquired By Pioneer Life 

Pioneer Life of Rockford has ac- 
quired the life portfolio of Centralia 
Mutual of Centralia, Ill, which has 
been in business since 1932. 

Robert W. Nauert, president Pioneer 
Life, said the acquisition was made 
through a reinsurance contract. Po- 
through a reinsurance contract. Pio- 
neer Life picks up $25 million of life 
insurance in force and an annual pre- 
mium income of about $500,000 from 
approximately 30,000 policyhodders. 
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A. Leslie Leonard, A CPCU, 
Heads N. Y. City CLU Group 


NEW YORK—A. Leslie Leonard, | 


dean of the Insurance Society of New 


Insurance, has 
dent of the New 
York City CLU 
chapter. Not only 
is Mr. Leonard a 
Chartered Proper- 
ty & Casualty Un- 
derwriter but he is 
a past president of 
New York City 
CPCU chapter. It 
is the first time a 
CPCU has headed 
the New York City CLU chapter. 

Other officers elected are Wilbur 
Neustein, Prudential, executive vice- 
president; Donald L. Shepherd, Equit- 
able of Iowa, educational vice-presi- 
dent; Richard W. Bandfield, Home Life 
of New York, public relations vice- 
president; Alfred Cranwill, Institute of 
Life Insurance, treasurer, and Henry 
Schainholtz, Mutual Benefit Life, sec- 
retary. Howard J. Rosan, Continental 
Assurance, Glenn G. Geiger, New Eng- 
land Life, and Gershen Konikow, Mon- 
arch Life, were elected directors. 

Mr. Leonard started his business ca- 
reer as an agent of Connecticut Mutual 
Life, joining the Insurance Society in 
1946 after naval service. He is concen- 
trating efforts currently on obtaining 
degree-granting status as an insurance 
college for the society’s school. 


The Benson Agency of Boston, led 
General American individual produc- 
tion during May. 





A. Leslie Leonard 





EXCEPTIONAL OPPORTUNITY 
FOR 
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Be a General Agent NOW if you are a Life Agent or 
General Agent with these qualifications: 


e Aggressive, ambitious, good references. 
© Top past production performance. 


@ 
e A desire to manage 
e 

k ok 


Self-starters, over age 27, married. 


your own business. 


No executive experience necessary. 


x * 


Our NEW Expansion Program brings you the prestige and 
experience of an old line company plus: 


Top commissions for Agents and General Agents. 
Life-time (of policy) fully-vested renewals. 
New, modern, well-merchandised Life policies. 
Complete, competitive line of Health Insurance. 
New and exclusive Audio-Visual Program. 
Service, flexibility, competitiveness and quality. 


Contact: HAROLD E. STOUT, V. P. 
211 West Wacker Drive 


Chicago 6, Illinois 
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/ among its group annuity customers, it 
must use the same approach in allo- 


PTO e ERNE 


cating divisible surplus to each of its 
various major lines of insurance. That 
is, this money must be distributed to 
the group annuity line, group life, 
group A&S, ordinary life, industrial 
life, individual annuities and indivi- 
dual A&S on the new-money basis if 
the company wants to use the new- 
money basis in determining what 
group annuity customers shall pay. 
However it is not required to use the 
new-money basis within any other 
line unless it should want to, and all 
hands are agreed it would be too com- 
plicated and expensive. 

Companies that contend the depart- 
ment is exceeding its authority say 
that the department is within its 
rights in prescribing the basis for al- 
locating expenses—which is the basic 
purpose of regulation 33—but that in 
telling the companies how to allocate 





Author, Cardiac Victim, 
Sues New York Life 


(CONTINUED FROM PAGE 1) 
insurance did not go into force be- 
cause the company found that, as of 
the date of application, Mr. Burdick 
was not a standard risk on the basis 
of past medical history. While await- 
ing medical information regarding 
such history, the company learned 
that subsequent to his medical exam- 
ination he was hospitalized for a ser- 
ious cardiac condition. Therefore it 
was not possible to offer insurance on 
this basis.” 

The complaint states that the con- 
ditions of the application also provide 
that if the balance of the first year’s 
Premium is paid within the initial 60- 
day period, the policy goes into effect 
tegardless of any change in insura- 





PROPERTY UNDERWRITER 


Medium sized capital stock company has inter- 
esting vacancy for a capable young man who is 
interested in growing with our expanding organ- 
ization. Individual selected must have a mini- 
mum of three years property underwriting ex- 
erience and two years of college training. 
nterest and willingness to broaden experience, 
increase his knowledge is essential. Position lo- 
cated in northern Illinois. Relocation at company 
expense. Please furnish full details to Z-35, Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








ACTUARIAL SUPERVISOR 


Leading New York Insurance Broker-Consulting 
Firm has unusual opportunity for man or woman 
with minimum of 4 years experience in pension 
valuation and cost studies and with supervisory 
ability. Excellent employee benefit programs, 
including profit sharing, and attractive start- 
ing salary. Your resume will be treated in 
strictest confidence. Reply to Z-46, National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








Require at least Associateship standing 
in the Society of actuaries with practical 
experience in the Accident & Health field. 


ACTUARIAL STUDENT 


‘Require successful completion of at least 
parts 2 and 3 of the actuarial exam. 
These positions offer job satisfaction, personal 
growth, challenging opportunity, and very aft- 
tractive salaries. Send complete resume of back- 
ground, salary requirement, and experience to— 
Y-91, National Underwriter, 175 W. Jackson 

Blvd., Chicago 4, Ill. 

All replies will be acknowledged and held con- 
fidential. Our employees have been informed 
of this ad. 


cial base plus strong sales position, plans 
to expand operations into a national or- 
ganization. Will require executive to spear- 
head effort. Duties will entail assisting in 
planning over-all marketing strategy and 
assembling the field organization to ac- 


complish objectives. 


Will require establishing headquarters in 
Home Office city in Midwest. Ages 30 to 
45. Send resume to Z-19, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 














ACTUARY WANTED 


Consulting work with Insurance and pension 
clients in our St. Louis or Kansas City office. 


Our actuaries work directly with clients and 

full responsibility. Work is varied, inter- 
esting, and challenging. We are doing a lot of 
ratebook and policy form work on 1958 CSO. 











ASSISTANT MANAGER 

One of the nation's largest life insurance com- 
panies has management opening with advance- 
ment opportunities in the Chicago area. Must 
be reasonably successful in personal production. 
Supervisory experience not necessary but desir- 
able. Ages 28 to 38. Salary plus personal pro- 
duction. Liberal employee benefits. Write Z-43, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


Some travel; but not too much. Company-paid 
generous pension and profit sharing plans, group 
life and comprehensive family hospital cover- 
ages. New air conditioned suburban offices. Re- 
plies strictly confidential. 


NELSON AND WARREN, INC. 
111 S. Bemiston Ave. St. Louis 5, Missouri 


GROUP UNDERWRITER 


A southeastern company with large Group in 
force needs experienced Group Underwriter to 
supervise Underwriting Department. Generous 
employee benefits and excellent opportunity for 
advancement. 


Write and give complete resume of your back- 
ground, experience, and salary desired. Your 
response will be treated confidentially. Reply 
to: Z-34, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, lil. 














CHIEF ACCOUNTANT 


South by old, established, Mid-west Life and 
A&H Company. Background in “Ordinary re- 
quired. Computer experience helpful, but not 
essential. Expansion causes this opening and 
provides attractive future potential. 

Please send resume and recent photograph to 
Z-47, National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 


“WANT TO BUY” | |. smaLL, MEDIUM SIZE 
STOCK-LIFE INSURANCE COMPANY. A 
GOING CONCERN. ALL REPLIES CON- 
FIDENTIAL. Write to Z-33, National Un- 
derwriter Co., 175 W. Jackson Blivd., 
Chicago 4, Illinois. 





Florida Assistant General Agent Opportunity— 
Nationally known agency of a multi-billion dol- 
lar New England Company specializing in ad- 
vance underwriting, employee benefits and Estate 
and Business Planning Departments headed by 
competent attorney. General agent multi-million 
dollar producer needs top flight assistant. Must 
have accomplished sales and management rec- 
ord. Reply in detail. All inquiries confidential 
and answered. Write Z-42, National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








ACTUARIAL ASSISTANT 


Medium sized Midwest Life Company needs 
young man with some actuarial background. 
Outstanding opportunity for advancement. Our 
staff knows of this ad. Reply in complete confi- 
dence to Z-51, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 











Actuarial Department of well established, rap- 
idly expanding consulting firm has attractive 
opening in New York City for Associate or 
Fellow. Write Z-44, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








ACTUARY AVAILABLE — Young 
F.S.A., Extensive experience in employee 
benefit plans and with life company work. 
Write to Z-24, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 
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Editorial Comment 


Let's Get It Off The Financial Page! 


This week the New York Times car- 
ried in its financial news a story on 
Metropolitan Life’s new series of med- 
ical care policies for people age 65 or 
older. It was a concise but adequate- 
ly informative item that should have 
had wide reader interest. Not only are 
there many readers in the 65-plus age 
bracket but there is a much greater 
number who have the problem ahead 
of them and perhaps also have the 
responsibility of insuring medical 
care for a 65-plus dependent relative. 

However, perhaps 95% of the story’s 
value was destroyed because it was 
run in the financial section and not 
in the general news section. It was 
about like putting’ news of steamer 
arrivals among the recipes on the 
women’s page. Except for authentically 
financial news like annual statements 
or stockholder dividend declarations, 
life insurance news is no more appro- 
priate to the financial page than to 
the sports page. Probably 19 out of 
20 Times readers never had a chance 
to see the Metropolitan item because 
they are not interested in the usual 
kind of news found in the financial 
section. Not many readers who have no 
interest in genuine financial news are 
likely to make a practice of scanning 
the financial pages on the very slim 
chance of finding an interesting piece 
of general news that doesn’t belong 
there. 

Unfortunately, the Times item is 
quite typical of standard newspaper 
practice. For some reason, perhaps be- 
cause insurance companies deal in 
money, newspaper editors have de- 
veloped a habit of figuring that any- 
thing about insurance should be 
automatically routed to the financial 
editor. No distinction is made between 
the financial and the insurance op- 
erations of a company, even though at 
its home office these two aspects are 
so completely separated that they seem 
almost to be handled by two different 
corporations. 

Why insurance news should be sin- 
gled out for this lump-it-all-together 
treatment is hard to understand. The 


distinction is made with other types 
of news. For example, if Meachley Mo- 
tors, Inc., declares a stock dividend, 
the news will be on the financial page, 
of course. But when Meachley brings 
out its new fall line of automotive 
merchandise, the story and pictures 
go on the general news pages. Read- 
ers would think the editors had gone 
off their rockers if this news, of wide- 
spread and general interest, had been 
relegated to the financial pages. 


Perhaps editors can yet be made 
aware of this same distinction in types 
of life insurance news. If a newspaper 
is going to the expense of putting an 
item in the paper, it should put it in 
the part of the paper where it will be 
read by the audience it is meant to 
reach. Otherwise the money is spent 
to almost no purpose. Editors might 
also be made aware of the absurdity 
of printing non-financial life insurance 
news in the financial section. No edi- 
tor likes to have his paper vulner- 
able to a justified charge of looking 
ridiculous.—R.B.M. 





Personals 


Asa T. Spaulding, president North 
Carolina Mutual Life, received an hon- 
orary doctorate of business adminis- 
tration from Morgan State College at 
its recent commencement exercises. 


Raymond DuFour, president of Na- 
tional Union, Washington, D. C., fire 
and casualty agent, and a director of 
Variable Annuity Life, has been 
elected vice-president of Funds for Ed- 
ucation, Inc., which offers loans at low 
interest rates for financing college ed- 
ucations. 


Herbert G. Bartholdi, 2nd vice-pres- 
ident and comptroller Minnesota Mu- 
tual Life, has been appointed by Gov. 
Andersen to a special committee to 
aid Minnesota’s tax department in set- 
ting up a withholding method for the 
collection of state income tax. 


Deaths 


G. D. ZIEGLER, 93, a founder and 
first president of Aid Association for 
Lutherans, died at his Appleton, Wis., 
home. He was elected president at the 
first annual meeting in 1902 and served 
in that capacity until 1934 when he 
became chairman. He stepped down 
as chairman in 1953 and since then 
has been chairman emeritus. 


ERIC J. S. BROWN, 74, former as- 
sitant general manager of Crown Life, 
died at Montreal. He joined the com- 
pany in 1924 as secretary and became 
assistant general manager in 1946. 
During his career with the company, 
which ended in 1952, he supervised 
agencies in the U. S., India, China, the 
Philippines, Great Britain and in the 
Caribbean. 


DONALD S. CULVER, 93, retired 
president of Merchants National Bank 
of St. Paul and a trustee of Minne- 
sota Mutual Life for more than 52 
years, died. 


MRS. HAZEL D. GODLOVE, nation- 
al treasurer, and MRS. ETHEL H. 
NALL, former national treasurer, of 
Supreme Forest Woodman Circle, died. 
Mrs. Godlove joined the fraternal in 
1928, became district manager in 1931, 
state manager of south east Texas in 
1936, national director in 1953, and 
national treasurer last year. Mrs. Nall 
joined the society in 1899, became Ala- 
bama state president in 1909, and na- 
tional treasurer in 1933—a post she 
held for 48 years. 





U. Of Ala. Business School 
Dean Named To CLU, CPCU 
Educational Advisory Unit 


Paul Garner, dean of the school of 
commerce and business administra- 
tion of the University of Alabama, has 
been appointed to the council of edu- 
cational advisers of American College 
and American Institute. 

The council serves both the college 
and institute as an advisory commit- 
tee on matters pertaining to examina- 
tion standards, relationship of under- 
graduate and graduate insurance cur- 
ricula to the CLU and CPCU prog- 
rams, evaluation of educational ob- 
jectives and similar subjects. 
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Parker Chairman, 
Elder President Of 


Amer. Service Bureau | 


Lee N. Parker, president American | 
Service Bureau for 28 years, has been © 
elected chairman. Widely known in| 


life insurance offices as adminis- 





L. N. Parker Otto Elder 


trative vice-president of American 
Life Convention until his recent re- 
tirement, Mr. Parker is now complet- 
ing 40 years with American Service 
Bureau. 

Otto V. Elder, who succeeds Mr. 
Parker as president, joined American 





K. A. Christensen A. G. Foy 


Service Bureau at Louisville in 1924, 
shortly after graduation from the Un- 
iversity of Kentucky. He later served 
as manager at St. Louis, San Fran- 
cisco and Chicago before becoming 
vice-president in 1953. 

A. G. Foy becomes executive vice- 
president of ASB. He has completed 
31 years of service, starting as an in- 
spector in Denver and managing at 
Helena, Omaha, and Denver. He was 
executive field director at Columbus 
for two years before going to the home 
office as second vice-president in 1954. 

Kenneth A. Christensen, who has 
been with the bureau for 24 years, 
as secretary for the past eight, has 
been elected vice-president and secre- 
tary. 


Mr. Parker will continue as chief | 


executive officer of American Service 
Bureau in which capacity he has served 
since his election as president in 1933. 


Date, Place Change For 
HIA’s Individual Forum 


Health Insurance Assn. of America 
has changed the date and place of its 
individual insurance forum, which was 
originally scheduled for Oct. 30-Nov. 1 
at the Biltmore Hotel in New York, 
as it has been appearing in the “Con- 
vention Dates” column of THE Na- 
TIONAL UNDERWRITER. The forum in- 
stead will be held Nov. 13-15 at the 
Sheraton Park Hotel in Philadelphia. 


Ohio State Field Force Meets 

The field force of Ohio State Life at- 
tended a four-day convention at Estes 
Park, Colo. Subjects discussed were 
the use of the new security survey 
programing and insurance planning 
materials, A&S, group, prospecting and 
use of audio-visual aids. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Insurance Securities Trust Fund of San Francisco, in its analysis of opera- 
tions of the fire-casualty companies whose stocks it owns finds that for the first 
quarter of 1961 there was a 5.4% underwriting loss. The cumulative loss ratio 
to premiums earned was 66.2 and the expense ratio to premiums written was 
34. The combined ratio was 102.9. For the first quarter of 1960 the combined 
ratio was 99.5 and for the entire year it was 99.2. The combined policyholders 
surplus was $5,796,516,000 at March 31 as against $5,394,351,000 at Dec 31. 

The companies that had a better first three months this year than last are: 
American General, with a combined ratio of 87 versus 97.5 last year; Fidelity 
& Deposit, 81.1 and 91.6; Hartford Fire, 98.6 and 99.9; Home of Hawaii, 83.3 and 
88.2; Ohio Casualty, 91.8 and 92.9; Travelers Indemnity, 93 and 96.2; Trinity 
Universal, 96.3 and 98.2. Other companies with a combined ratio below 100 are 
Aetna Fire, American Re-Insurance, Employers Reinsurance, Federal, General 
Reinsurance, Government Employees, Gulf, Hartford Steam Boiler, New Hamp- 
shire, Providence Washington, Republic, Seaboard Surety, U.S.F.&G. On the 
minus side the ratios ran up to as high as 116.7. 

The fire-casualty stocks seem to have overcome the market effect of the 
bad early start in underwriting and towards the close last week there were 
signs of strength. After the steep advance in the life stocks there is a tendency 
to take a new look at the values in the fire-casualty field. We are in the hurri- 
cane season again and there is constant fear of something staggering here, but 
barring a calamity the companies could come up roses for the year or maybe 
just violets. They would be comparing a normal season with 1960’s $150 million 
Donna. If the stock market holds, they will definitely come up roses in respect 
of book and liquidating values and with investment income continuing to rise 
the ratio of dividend payout becomes all the more conservative. Hence a favor- 
able environment could develop for dividend increases. Workmen’s compensa- 
tion and liability experience seems to be more comfortable. 

—lIll— 

The New York insurance department apparently isn’t going to concede its 
supremacy, even in the light of the Connecticut General decision in the court 
of appeals. They are poising the anti-trust guillotine over the neck of any deal 
involving the acquisition of a fire-casualty company by a life insurance insti- 
tution. This creates static. Suppose a life company intended to make an offer 
to stockholders of a widely-owned company. If they first went to the New York 
department for approval, they would be tipping their hand and the market in 
the two stocks would be disturbed. The alternative would seem to be to go 
ahead, engage in all the SEC preliminaries, and complete the acquisition. Then 


| they would face the probability of a New York state attack on the completed 


program with all the attendant uncertainties. It would be more expeditious to 
come to an understanding with a single interest that has control of a fire-cas- 
ualty company but these situations are rare. 

Outstanding on the upside in last week’s market were Kansas City Life, at 
1970 bid, plus 45; Massachusetts Protective, 112, plus 10; Aetna Life, Connecticut 


General and Travelers each was up 3; B. M. A., at 71, was 3 better. College Life 


was 86 bid, plus 7. Aetna Insurance and Phoenix which ran up overnight on 
the Connecticut General decision, retreated to fill the gap and then on Friday 
edged up again. Franklin Life commenced trading on the basis of ex-25% 
stock divided and was 102 bid Friday. Continental Casualty slid off four points. 
Combined, which had a fast straight line advance, was 10 points off its recent 
high. 

The 1961 editions of the prized annual publications of the First Boston Corp.— 
Data on Selected Fire and Casualty Insurance Company Stocks and a similarly 
titled study on life stocks—are now off the press. In the fire-casualty book 
Pacific Indemnity has been added while Kansas City F. & M., National Fire 
and New Amsterdam Casualty were removed. The combined loss and expense 
ratio of the 40 companies included in the book was 99.9 last year (First Boston 
estimates that Donna boosted the loss ratio 14% points) as against 98.4 in 1959, 
101.1 in 1958 and 104.1 in 1957. The study comments favorably on the reduc- 
tions in commissions and economies in operation. Poor underwriting results so 
far this year are due mainly to weather conditions and First Boston concludes 
that if the basic underwriting cycle continues to be favorable, the losses of the 
first three months may be offset by profits for the rest of the year. At present 
level these stocks are selling at historically moderate price-earnings ratios 
and many are priced at discounts from liquidating values. 

The stocks of the 22 companies included in the life stock study are selling at 
an average of 27 times reported net gain from insurance and 18.8 times adjusted 
net gain. They are selling at 200% of total estimated equity and produce an 
average yield of about 1%. On average they are paying out in cash dividends’ 
22.9% of net gain from insurance. 

—I|! 

The Commercial & Financial Chronicle June 29 has an article on the Connecti- 
cut General decision. This is an important step in overcoming the legal bar- 
tiers to a position in which insurers will be permitted to write all types of 
insurance, the author concludes. He thinks the English system will finally, 
Prevail here. He mentions that John Hancock and State Mutual have expressed 
interest in entering the fire-casualty field and predicts that the Massachusetts 
Ptohibition against life companies owning such subsidiaries will fall if the trend 
stnerates pressure. He refers to the fact that Lincoln National and Common- 
Wealth Life want to go multiple line. 

Phoenix Insurance in a letter to stockholders dated July 1 announces that it 
has authorization from the directors to purchase in the open market a “limited” 
timber of its own shares. Such an intriguing possibility had been rumored. 

ix has for some time been an interesting discount situation. At Dec. 31, 

1%0, it had a capital-surplus value alone of $141. This had increased to $152 by 
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March 31. On the strength of the Connecticut General decision the market ran 
up over night from about $95 to $108. Then it retreated to $99 and from there 
recovered to $105 bid Monday. Buying in of its own stock would create impres- 
sive increases in equity for the outstanding stcck. This will certainly be studied 
intently by other companies whose stock sells at a substantial discount. This is 
not possible for New York companies under present laws and regulations. The 
Phoenix announcement says that such treasury shares as are acquired would be 
held for advantageous use at some future time for general corporate purposes. 
Purchases will be made with regard to availability, price and other factors. 
Phoenix is heavily invested in common stocks and in a sense it has offered an 


opportunity to buy the Dow-Jones average at a sharp discount. 

An underwriting of 625,000 shares of Fidelity Bankers Life by Shearson- 
Hamill and Lee, Higginson was oversubscribed. The offering price was $10. On 
Monday the market on this was 1036 and 1034. 

General Life of Wisconsin is seeking SEC registration of 365,000 shares of 
which 348,000 would be offered for subscription by present stockholders and 
the balance for sale to the agency force. Piper, Jaffray & Hopwood is the prin- 


cipal underwriter. 


Massachusetts Investors Trust Growth Fund has increased its holdings of 
Washington National by 3,500 shares to a total of 17,500. 





How Tough Will N.Y. 


(CONTINUED FROM PAGE 4) 


the latter had an extremely bad run 
of luck? These are just a few off- 
hand ideas, not the products of in- 
genious minds determined that their 
point of view shall carry by any avail- 
able legal means. Even so, they seem 
less far-fetched than the notion that 
mere ownership of a fire-casualty com- 
pany constitutes doing that line of 
business. 

The possibilities of anti-trust vio- 
lation seem so remote as hardly to be 
worth discussion, but Mr. Thacher gave 
this point considerable serious discus- 
sion in his speech. Even so large a 
life company as Connecticut General 
could hardly acquire so much of the 
country’s fire-casualty underwriting 
capacity as to create a monopoly po- 
tential, but the New York department 
doesn’t base its anti-trust enforcement 
policy entirely on the over-all picture. 
For example, suppose a life company 
were to buy a fire-casualty company 
and decide to pull it out of states in 
which the life company did not oper- 
ate or propose to operate, and in some 
of those states the withdrawing fire 
company was one of two main sources 
of coverage. This would leave the com- 
petitor with a clear field and a virtual 
monopoly in the state. 


Followed For Years 


It might seem reasonable to assume 
that a life company that followed the 
basic pattern of either Aetna Life or 
Travelers—or of fire companies that 
own life companies, for that matter— 
could be sure of staying out of trouble 
with the New York department, since 
these patterns have been followed for 
years without any departmental crack- 
downs. Yet this is not a safe assump- 
tion, according to department sources. 
Maybe these companies that might be 
used as models are doing something 
that was legal when it was done but 
has since been outlawed, but not re- 
troactively. Maybe some companies are 
doing forbidden lines of business and 
the department just hasn’t taken no- 
tice of it So even being a shameless 
copy-cat is no guarantee of immunity 
from trouble with the doing-forbidden- 
business and anti-trust gauntlets. 

I said earlier I’d give my reasons 
for believing the department will 
stretch its definitions of doing pro- 
hibited business and anti-trust activ- 
ities as far as it legally can in its 
effort to head off the purchase of 
fire-casualty insurers by out-of-state 
life companies licensed in New York. 

1. The department has shown no 
sign of giving up its long-cherished 
conviction that while it’s O.K. for a 
fire company to own a life company, 
the ownership of a fire-casualty insur- 


Be On Life Insurers? 


er by a life insurer is an unholy al- 
liance that must be prevented in any 
way that is legally possible. The Con- 
necticut General case was a suit for 
declaratory judgment, but this was no 
situation in which the department was 
perplexed by honest doubts about the 
law’s meaning and was simply seek- 
ing enlightenment as to which way 
lay its bounden duty. The department 
was fighting like a tiger for its po- 
sition. 

Further Evidence 


2. If any further evidence on the 
previous point is wanted, consider Mr. 
Thacher’s talk to the attorneys gen- 
eral, reported in the July 1 issue. It’s 
obvious that he is interpreting the 
court’s decision on the narrowest pos- 
sible ground. In effect, he’s saying, 
“O.K., the court says you can OWN 
a fire-casualty company and not lose 
your license—but try anything else 
that smells to us the least bit like 
doing a fire-casualty business, and 
we’ll lower the boom. And you’d bet- 
ter not do anything that smells to 
us like anti-trust, either.” 


Embarrassing Position 


3. The Connecticut General decision 
has placed the State of New York in 
the embarrassing and ridiculous po- 
sition of letting out-of-state life com- 
panies do right within its borders some- 
thing that domestic life companies are 
not permitted to do. There are prob- 
ably more domestic life companies than 
out-of-state that would find it logical 
to acquire fire-casualty insurers. So 
presumably there will be much pres- 
sure to get the insurance laws eased 
so as to give domestic life companies 
the same rights as out-of-state com- 
panies have been given—but not if 
some way could be found to make it 
impossible for a life company to make 
any practical use of the rights accord- 
ed by the Connecticut General deci- 
sion. Even if this could not be done 
by outright prohibition, the same re- 
sult might be achieved by so circum- 
scribing what a life company could 
do with respect to its fire-casualty 
subsidiary that such an alliance would 
lose virtually all of its attractiveness. 


Meehan Boston GAMA Head 


Boston General Agents & Managers 
Assn. of NALU has elected John P. 
Meehan, Mutual of New York, pres- 
ident. Other officers elected were 
Nino Siracuso, Phoenix Mutual Life, 
Boston, vice-president; Paul F. Saint, 
Home Life of New York, Boston, sec- 
retary, and Joseph C. Attaya, Metro- 
politan Life, Revere, treasurer. 





This advertisement, supporting Lin- 
coln Life agents, appeared in the Satur- 
‘day Evening Post and Time. 


Who'll support your family if you're laid up? 


Even if your medical bills ARE paid... what about 
money to meet living expenses, maybe for months ? 


1 LINCOIn 


NATIONAL 


As a breadwinner, you know all too 
well how much cash it takes just to 
meet the regular day-to-day expenses 
of supporting your family. 


These expenses would go right on 
though your pay checks stopped be- 
cause you were laid up by an accident 
or serious illness. And when you’re flat 
on your back, it’s appalling to think of 
bills piling up, your savings dwindling, 
and your family’s hard-won security 


ITS NAME INDICATES ITS CHARACTER 


melting away—with no end to the 
financial drain in sight. 


That’s why it’s wise to guarantee your- 
self an emergency income through low- 
cost Lincoln Life health insurance. 


This is a kind of “pay check insurance.” 
If you have an accident, it’ll pay you a 
specified amount every month you’re 
totally disabled. If you have an illness, 
it’ll pay you a steady income starting 
as early as 30 days after total disability 
and continuing as long as you’re dis- 
abled, up to age 65. Phone or write the 
Lincoln Life agent near you for details. 


@ 
Life INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 
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